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Thirty-Seventh Anniversary 


The Pilot Life is celebrating its Thirty-Seventh Anniversary this 
month. Given below are excerpts from President Emry C. Green’s’ 
letter to the Pilot field regarding this important event: 

“On July 1, 1940 your Company will be thirty-seven years old. 
In that span of time, we have watched it grow from a small, strug- 
gling institution to a position of power and prestige in the insurance 
fraternity. But more important, we have seen it expand its service 
and prestige in your communities and in the entire South. 

“In contrast to most corporations, the quality of our product is 
affected by the attitude of its management. The security of the Pilot’s 
contracts depends upon a sound investment practice, careful under- 
writing and the selection of competent and conscientious field men. 

“We have tried unusually hard to be tolerant, fair and human in 
the best sense of these words. We have sought always to be a con- 
structive force. in the territory which we serve. 

“In honor of our Company’s Anniversary and its remarkable 
progress and service record, July has for years been set aside as 
“Anniversary Month’—a month in which the Pilot field representa- 
tives have traditionally done themselves proud by producing an excep- 
tionally large volume of business. I am confident that each man will 
do his part to make this month’s production outstanding in the annals 
of the Pilot.” 
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1. What would happen to mother and me if 2. Say! That's serious, isn't it? Where would our 
Daddy weren't here any more? money come from? I'll just ask him! 





Daddy, h Id oe 4. Yousay,—— Life insurance? You just planned 
3. Daddy, aay tneieg j . get . hg . you got an insurance program so that mother and | will 
hurt and died like Johnny's daddy did? have money to live on and it will send me to 


college too? 





5. Well, gee, that's fine! Life insurance must be 6. Some daddy I got! Thinks of everything. No 
great! need to worry about the future at our house! 


If your Life insurance prospects have not provided adequate protection for their 
families, we hope that these simple words from the mouth of a baby, will remind them ag 
to do something about it. ¢ The Travelers Insurance Company, Hartford, Connecticut 
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Pulling in Horns 
Found Less Painful 
Than Anticipated 


Needed in Many 
Agencies If Realistic 
View Is Taken 


Agencies which have found it neces- 
sary or advisable to reduce the scale of 
their operations by cutting off poor 
agents have found that the readjustment 
didn’t hurt nearly so much as _ they 
thought it was going to, even though the 
change meant a lot of empty desks or 
perhaps moving to smaller quarters in 


a less impressive building. Unfortu- 
nately these readjustments have been 
fewer than they should be. The ob- 


stacle is either pride or a sincere but ill- 
founded belief that the agency will lose 
face, which will in turn make it more dif- 
ficult to get new agents and keep up the 
morale ot present men. Sometimes it is 
the general agent or manager who 
shrinks from a realistic view. In other 
cases it is the home office. 

Usually the question comes up when 
it is a matter of renewing a lease on ex- 
isting quarters. Shall the office continue 
on its present scale or reduce the amount 
of desk space and eliminate the margi- 
nal producers or at least give them no 
desk room? But even where there is a 
lease which cannot be terminated for 
some time experience indicates that it is 
wiser to eliminate the marginal men and 
let their desks stay empty. 


Doesn’t Hamper Recruiting 


The usual argument against cutting 
down the scale of operations is that re- 
cruiting will be made more difficult. 
However, it is being found that the po- 
tential agent who has enough intelli- 
gence to be worth taking on is going to 
be more interested in the earnings of the 
than in 


men already in the agency 
whether the agency is housed in a 
chromium-trimmed building and _ is 


equipped with streamlined desks and in- 
direct lighting. 

One general agent, for example, has 
found that when talking to prospective 
agents the best plan is to let the figures 
on his agents’ earnings speak for them- 
selves. In his desk he keeps copies of 
the income tax figures which his office 
supplies to the federal bureau of internal 
revenue. He has these figures for every 
man in the agency and the prospective 
agent can see what other men like him- 
self are earning. 

Furthermore, the worthwhile prospec- 
tive agent sizes up the present agents 
and is more likely to be influenced by 
the type of men in the agency than he is 
by the size of the office or the luxurious 
appointments. A bunch of incompetent 
agents mav add to the effect of size and 
activity of an office but are likely to 
make so unfavorable an impression on a 
new man as to outweigh any influence 
the better agents might have on him. 


Six Month Record Is Off 
3.9% from ’39 Writings 


New life insurance for the first half of 
1940 showed a decrease of 3.9 percent 

in comparison with the corresponding 
period of last year, the Life Presidents 
Association reports. 

For June, ordinary insurance increased 
3.3 percent and industrial decreased .3 
percent. Group insurance, however, was 
off 74.8 percent, due to an unusually 
large amount in June, 1939, rather than 
to a subnormal amount for June of this 
year. This resulted in a decline, for all 
classes, for the months of 18.1 percent. 


Figures for Six Months 


; For the first six months, new business 
of all classes was $3,679,456,000 against 


$3,830,307,000 in 1939; ordinary, $2,552,- 
771,000 against $2,677,034,000, decrease 
4.6 percent; industrial $782,887.000 
against $742,322,000, increase 5.5  per- 
cent; group $343,798,000 against $410,- 
951,000, decrease 16.3 percent. 

The new business for June was $597,- 
450,000 against $729,749,000 for June last 
year. New ordinary was $420,272,000 
against $406,958,000, industrial $128,232,- 
000 against $128,568,000, group $48,946,- 
00@ against $194,223,000. 

The new paid-for business of these 
companies during each of the first six 
months of 1938, 1939 and 1940, and 
percentage increases or decreases, are 
shown in the following table: 

















Ordinary 

1940 

over 

Month 1938 1939 1940 1939 
OST OT 1: ane ne aes ae $ 377,789, 000 $ 578,675,000 $ 405,538,000 —29.9% 

WGNBUGRY xn cxecwew ss sc 373,644,000 420,255,00 398,292,000 —b5.2 

March i @ Nag ic Oe ee ea Sake a 441,067,000 461,418,000 439,984,000 —4.6 

PANE io coh wale sees €S 0 386,529,000 385,634,000 449,118,000 16.5 

EMR ea Pace ee wea aeaer 384,083,000 424, 094, 000 439,567,000 3.6 

URE wirB a ae ae haere ee 382,385,000 406,958,000 420,272 2,000 3.3 

$2,345,497,000 2,677,034,000 $2,552,771,000 —4.6 

Industrial 

January $ 179,975,000 $ 99,363,000 $ 113,111,000 13.8 

February 174,092,000 109,871,000 125,226,000 14.0 

PEANOME cre cciieciets anes le 198,025,000 138,396,000 138,545,000 an 

April 193,131,000 129,051,000 135,852,000 5.3 

May 191,648, 000 137,073,000 141,921,000 3.5 

UMN” piccwia's Pamend Hewes 170,312,000 128,568,000 128,232,000 —.3 

$1,107,183,000 3 742, 322,000 $ 782,887,000 5.3 

Group 

JARUATY oc ccscccewcccc cS SEACRCS $ 51,899,000 $ 134,507,000 159.2 

MOMEUGEG (bh ecisccses wesc 41,671,000 40,365,000 38,120,000 —5.6 

MEE Niet iwsenKens a eans 33,050,000 45,205,000 37,556,000 —16.9 

MN aos is aces ees eee 37,815,000 35,981,000 39,800,000 10.6 

ME. cvete ks euedeeae ewan 43,076,000 43,278,000 44,869,000 3.7 

NEE, i Pee lore on oe ae als 45,076,000 194, 223,000 48,946,000 —74.8 

$ 089,000 $ 410,951,000 $ 343,798,000 —16.3 

Total 

BN ee ee $ pth $ 729,937,000 $ 653,156,000 —10.5 

Ce eee re Pere eo 589,407,000 570,491, "000 561,638,000 —1.6 

BRN rier rer 672 "142,000 645,019,000 616,085,000 —4.5 

| Ray eee moe 617,475,000 550,666,000 624,770,000 3.5 

ERG 6 de sack eu el atelnek dad 618,807,000 604,445,000 626,357,000 3.6 

BUMGe cicassaseueraceseses 597,773,000 729,749,000 597,450,000 —18.1 


$3,684,769,000 

Total sales of ordinary in June are es- 
timated by the Research Bureau at $553,- 
086,000, gain 4 percent over June, 1939. 
For the first six months ordinary pro- 











$3,830,307,000  $3,679,456,000 


duction is set at $3,290,870,000, decline 3 
percent as compared with the parallel 
period last year. Idaho, with a 30 per- 
cent gain, had the best six month record. 


2 
—3.9 





A realistic view of the life insurance 
merchandising situation makes it clear 
that further readjustments must be 
made. The present level of life insur- 
ance sales is about 60 percent of the 
peak, yet the number of full-time and 
part-time agents has not decreased pro- 
portionately. The problem is to cut 
down the number of agents by carefully 
eliminating the worst and building up 
the mediocre agents to where they are 
making a decent living. Many general 
agents and home offices fear that by cut- 
ting off this marginal production they 
may be cutting down to a point where 
the expense of operation, being propor- 
tionately higher, would have to be cut 
to stay within the permissible ratio. This 
in turn, they fear, would result in greater 
difficulty in getting business which 
would add to the vicious circle. 

These readjustments, particularly the 
type which contemplates operating on a 
smaller scale with a higher average pro- 
duction from a smaller number of agents 


are obstructed not only by the general 
agent or manager’s reluctance to pull in 
his horns but by his sometimes well- 
founded fear that the home office agency 
department will take any suggestion for 
retrenchment as a defeatist attitude. The 
ideal solution would be to get rid of the 
men who are not doing a good job and 
get good men in their places. This is a 
desirable goal but not usually a practi- 
cal one where retrenchment is indicated 
for it takes too long. 

From a home office viewpoint the sit- 
uation depends on whether the company 
can put a little more stimulus on its gen- 
eral agents or whether no improvement 
in this quarter can be looked for. Pos- 
sibly it would be necessary to go into 
states not already entered, unless this 
move appears likely to involve heavy 
extra expenses. The difficulty in apply- 
ing the plan for the business as a whole 
is that with production fairly low no 
company likes to take on a plan which 
will result in still further reduction. 


War's Effects on 


Business Are Shown 
in Buyers Survey 


Study of Applicants 
Indicates Wholesale and 
Retail Trades Are Better 


Effects of the European war on Amer- 
ican business and industry are reflected 
in a survey of 10,000 life insurance buy- 
ers by the American Service Bureau. 
This is the 16th semi-annual study of life 
insurance buyers and covers applications 
submitted in June. 

Each classification of skilled workers 
in the building industry shows definite 
increase in number of applicants, not- 
ably in private industrial buildings and 
homes. Wholesale and retail trades nu- 
merically were improved, and the entire 
building material industry, food and al- 
lied products and general merchandisitig 
showed increases. 

Military and naval service, as would 
be expected, showed the greatest per- 
centage of increase in number of appli- 
cations. More students over 18 years 
of age bought life insurance. 


Many Are of Military Age 


Excluding all children under 18 years 
of age, housewives and persons in mili- 
tary service, 1,887, or about one-half or 
49.77 percent of the remaining 8,113 ap- 
plicants are males between ages 18-30 
years. 

The average policy applied for was 
$2,144, slightly greater than June, 1939, 
when the average was $2,120. Appli- 
cants this June included 4,749, or 53 per- 
cent, who indicated they were new buy- 
ers of life insurance, after excluding 1,078 
children under 18. A year ago new adult 
buyers numbered 5,230, or 58 percent. 
Of the remaining adults, after excluding 
new buyers, 1,150 or 13 percent indicated 
they had other insurance with the com- 
pany to which they were applying, and 
3,023 or 34 percent had insurance with 
other companies. Thus, 4,173 adults had 
other insurance compared with 3,778 a 
year ago. There were 1,036 applications 
for $5,000 or more against 1,046 in June, 
1939. There were 19 occupations that 
produced applications of $5,000 or more 
compared with 15 last summer. 


Oil Business Appears Good 


Oil production and refining engineers, 
executives and owners led in average 
size policy applied for both this June 
and a year ago, with 17 applications for 
$15,118 average compared with 34 for 
$9,147 in June, 1939. Thes- applicants 
indicated they had $34,792 average while 
a year ago the average was $17,350. 

Physicians and surgeons ranked sec- 
ond in average size policy in June, 1939, 
with 79 applications for $8,164, but 
dropped to sixth place this June with 99 
applications for $6,732. Their average 
amount of insurance owned was much 

(CONTINUED ON LAST PAGE) 
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Taxation in Its Application 
to Life Insurance Proceeds 


Berkeley Cox, associate counsel of 
the Aetna Life, gave a talk at the 
leaders’ convention at White Sulphur 
Springs and commented to some ex- 
tent on the tax situation in its rela- 
tion to life insurance. He acknowl- 
edged that the tax subject has been 
talked and written nearly to death, as 
he expressed it, but the Internal Reve- 
nue Bureau and the courts keep it alive 
by changing their minds quite often. 
He called attention to the well known 
fadies case in which the courts ren- 
dered three decisions. The U. S. Su- 
preme Court has granted a hearing in 
that case so within a few months Mr. 
Cox thinks there should be a final de- 
cision as to whether the possibility 
of feversion of policy ownership to the 
assured after someone else has been 
made life owner is such a retention of an 
incident of ownership as to make the 
proceeds over, $40,000 subject to es- 
tate tax. He said in connection with 
his address: 

‘As all of us know, life insurance 
payable to beneficiaries other than the 
insured’s estate is exempt from federal 
estate tax up to $40,000, in addition 
to the general exemption of the same 
amount accorded all kinds of property. 
The internal revenue bureau used to 
take the position that where there was 
insurance on the same life payable to 
charitable institutions and to individ- 
uals, the exemption had to be pro-rated 
to all the insurance, so that the insur- 
ance payable to individuals in excess 
of the pro-rata part of the exemption 
was subject to tax. 


Cites Pupin Case 


“On the death of Michael Pupin, the 
distinguished physicist, a $50,000 pol- 
icy on his life became payable to Co- 
lumbia University and insurance of a 
slightly larger amount to his daughter. 
In Commissioner vy. Pupin, 107 Fed. 
(2) 745, the circuit court of appeals in 
New York last November held that 
the insurance payable to the university 
was not taxable, and should not be 
taken into consideration in connection 
with the exemption, so that the entire 
exemption was applicable to the insur- 
ance payable to the daughter. This 
view has heen accepted as correct by 
the bureau. IT. R= Bulletin 1940—17, 
p. 11; Seefurth monthly supplement 
for May 1940. 

“T ran across a point as to credi- 
tor’s insurance that may also be worth 
mentioning. Ordinarily life insurance 
premiums are not deductible from in- 
ome, and this applies to insurance 
taken out or assigned as security for 
a loan, as well as to other policies. But 
if the creditor pavs the premiums and 
is not entitled to reimbursement from 
the debtor or from the policy pro- 
ceeds, or if his right of reimbursement 
is worthless, as where the debtor is 
bankrupt and the loan exceeds the 
amount of the policy, the creditor pay- 
ing premiums may deduct them from in- 
come as a business expense. Prentice- 
Hall Federal Tax Service (1940) par. 


12635. 
Death Benefits Not Taxable 


“When a corporation takes out a pol- 
icy payable to itself on the life of an offi- 
cer or employe it cannot deduct pre- 
mium payments from income, but the 
death proceeds paid to it are not tax- 
able as income. Assuming that the cor- 
poration is the life owner as well as 
beneficiary, there would be no federal 
estate tax on the proceeds. 

“ff life insurance is carried on the 
lives of stockholders in accordance with 
a stock purchase agreement, there is 
ordinarily no income dednetion for 
premiums, no matter who pays them. 
The value of the insured’s stock is in- 
cluded in his estate ‘n computing es- 
tate and inheritance taxes, but the in- 


surance proceeds used to pay for the 
stock are excluded. Wilson v. Crooks 
(U.SD.C., W.D. Mo.) 52 Fed. (2) 692. 
To hold otherwise would be to tax the 
same value twice. If the stock pur- 
chase agreement fixes the value at 
which the stock must be transferred 
from the insured’s estate to the cor- 
poration or to other stockholders, it 
has been held that that value is to le 
used in determining the estate tax, 
even though the market value ro be 
different. Lomb v. Sugden (C.C 2— 
1936) 82 Fed. (2) 166. 

“In case the amount of insurance pro- 
ceeds exceeds that required to pay for the 
stock, the excess would be taxable to the 
same extent as any other life insurance. 
That is, it would all be taxable if pay- 
able to the estate, and if payable to other 
beneficiaries, the $40,000 exemption 
would apply and it would presumably be 
nontaxable without regard to the ex- 
emption if the insured had had no inci- 
dent of ownership in the policy. 


Premiums Not Deductible 


“The application of the tax laws to 
partnership insurance is about the same 
as to a stock purchase plan. Premiums 
are not deductible in computing income 
tax. (Prentice-Hall par. 12601, 12652, 
12642) There is no income tax on the 
proceeds paid by reason of the insured’s 
death (Prentice-Hall par. 12604), unless 
the situation has been complicated by 
a transfer of the policy ownership after 
issue for a valuable consideration. It 
is possible that the estate of the insured 
might have a profit or loss for income 
tax purposes measured by the difference 
between the cost to the partner of his 
interest and the amount received on its 
sale (Prentice-Hall par. 10850), but the 
situation would be the same in this re- 
spect whether the money for the pur- 
chase of the deceased partner’s interest 
comes from insurance proceeds or from 
some other source. The value of a de- 
ceased partner’s interest in the firm is 
subject to estate and inheritance taxes, 
but if life insurance is provided in ac- 
cordance with a partnership agreement 
to pay for that interest, the value of the 
interest and the insurance will not both 
be taxed. The situation is analogous 
to that of a stock purchase arrangement. 

“Here is a point which some of you 
mav not have thought of, and which I 
think might be helpful in the sale of 


partnership insurance. As an alterna- 
tive to an insurance plan, partners may 
be inclined to make an agreement that 
the share which one of them who dies 
would otherwise have received in the 
profits will be paid to his estate for a 
certain number of years as the pur- 
chase price of his interest in the firm. 
Such an arrangement has been consid- 
ered by the courts in several cases 
(Prentice-Hall par. 15567) and it has 
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been held that the surviving partners 
are subject to income tax on the entire 
profits without deduction for the share 
paid to the deceased partner’s estate. 
since they are in effect using that part 
of their profits to purchase a capital 
asset. If insurance is carried to 
liquidate the dead partner’s interest, the 
survivors will have to pay no greater in- 
come tax and can keep the entire earn- 
ings themselves.” 





Governor's Tribute to Insurance 





Governor H. A. Holt of West Vir- 
ginia was one of the chief guests of 
honor at the banquet of the Aetna Life 
leaders at White Sulphur Springs last 
week and was introduced at the ban- 
quet by Vice-president S. T. Whatley, 
who was toastmaster. He said that 
Governor Holt and Associate Counsel 
Berkeley Cox of the Aetna Life were 
classmates at Washington & Lee. Gov- 
ernor Holt in his talk emphasized the 
American characteristics of thrift and he 
extolled anyone who made an honest 
effort to build something. He spoke of 
the low interest rate on high grade se- 
curities, saving that on West Virginia 
bonds the yield was 1.7 percent. Yet 
when it came to investing the funds of 


the state workmen's compensation insur- 
anced division it was impossible to get 
any securities of moment that paid more 
than 3 percent. Governor Holt said that 
he always placed a reward and premium 
on human saving and thrift. He placed 
great stress on individual effort and in- 
itiative and he said if that is gone then 
the United States system of government 
will depart. 

He paid great tribute to life insur- 
ance, saying that it was a real oppor- 
tunity for people to pool their interest 
in creating an estate. As he put it, this 
affords an opportunity to participate in 
a capitalistic economy. In his opinion 
there is no plan of saving and estate 
building equal to life insurance. 





ine: Outit and 
Tenn. Agents in Clash 


The National Institute of Research & 
Economics, Inc. of New York, which is 
one of these life insurance counsellor 
organizations, has gone to the mat in 
Jackson, Tenn., with the life insurance 
agents there. Late in June the Jackson 
Association of Life Underwriters issued 
a warning against so-called life insur- 
ance consultants. 

Allen Kaye-Martin, president of the 
National Institute, etc., thereupon took 
a full page advertisement in the Jackson 
“Sun” in which he declared that Com- 
missioner McCormack of Tennessee 
and Commissioner Williams of Missis- 
sippi, “after finding no particular means 
at their disposal to discontinue our ac- 
tivity, have been giving the agents priv- 
ate assurance that at the next meeting 
of the legislature in these states, bills 
will be introduced and passed designed 
to still the voice of the people who dis- 
seminate the truth on this vital ques- 
tion.” 

Kaye-Martin contends that the insur- 
ance commissioners are not able im- 





Two New Directors of Home Life 








N. BAXTER JACKSON 


N. Baxter Jackson, first vice-president 
and director of Chemical Bank & Trust 
Company, New York, and Walter Hov- 





WALTER HOVING 


ing, president of Lord & Taylor, have 
been elected directors of Home Life of 
New York. 


partially to advise persons of their insur- 
ance needs nor do agents, brokers or 
insurance companies have the ability. 

“If any agent exercises the dictates of 
his conscience, assuming that he had a 
knowledge of the subject, he would lose 
his license and never be privileged to 
represent any company in America, due 
to laws that companies indirectly 
through lobbying have had placed on 
statute books of the states throughout 
—— Kaye-Martin tells the folks 

1 Jackson. 

"des eral insurance companies and agen- 
cies have taken to the advertising col- 
umns lately in an effort to lay the dust 
that was stirred up by the National In- 
stitute of Research & Economics. 


Says Commissioners Body Is 
Ready for Emergencies 


Commissioner Blackall of Connecticut 
in addressing the meeting of the Civi- 
tan Club of Hartford, cited some of the 
things that he found significant in the 
recent annual convention of the com- 
missioners association in Hartford. He 
is the new president of that association. 

The international situation dominated 
the discussion, he said. In view of the 
fact that United States companies have 
investments in dominion and provincial 
bonds, the commissioners were inter- 

ested in the Canadian situation, but, he 
said, they desire to be as cooperative as 
public interest permits or requires. 

‘There was manifest no desire to be 
unduly apprehensive,” Mr. Blackall as- 
serted, “but it was the sense of the con- 
vention that it might be desirable for 
the executive committee, in conjuction 
with the valuation committee if neces- 
sary, to hold itself in readiness to meet 
early in the fall in New York or Chi- 
cago to canvass the situation.” 


Salkeld Wins Kirk Cup 


J. F. Salkeld, Bloomington, IIL, won 
first honors in the Equitable Life of 
Iowa’s 1940 Kirk essay contest and 
captured the Kirk Memorial Cup. The 
subject this year was “The Agent Looks 
at His Job.” 

The Kirk cup was presented as a 
memorial to Cyrus Kirk, fifth president 
of the company and this year’s contest 
was the 27th. 


Revocation for Misrepresentation 


BATON ROUGE, LA.—Governor 
Jones has signed a bill authorizing the 
secretary of state to revoke licenses of 
agents who make derogatory statements 
about competitors or who misrepresent 
insurance contracts. 


Peat er oo a ae cee 
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Guardian Life 
Leaders Rally 
Is 80th Year Fete 


Four Day Convention in 
New York Concentrates 
on Graph-Estate Plan 


The Leaders Club of Guardian Life 
is holding a four-day convention in New 
York this week. The convention marks 
Guardian’s 80th anniversary, the opening 
day coinciding with the 80th annt- 
versary of the company’s opening its 
doors for business at its original home 
office at 90 Broadway, corner of Wall 
street. 

The program under the general direc- 
tion of Agency Vice-president Frank F. 





RALPH A. TRUBEY 


Weidenborner was devoted exclusively 
to discussion on various phases of the 
sales plan, the Guardian Graph-Estate. 

The session Tuesday morning was 
called to order by Julius M. Eisendrath, 
manager in New York City. He is 
president of the 1939-1940 Leaders Club. 

The address of welcome and the 
awarding of the President’s Cup was 
made by Chairman Carl Heye. The con- 
test resulted in a tie between two agen- 
cies, each of which will have possession 
of the trophy for half of the new club 
period. The winning agencies are those 
of Harry Ross, Jr.. Boston and Edward 
I. Taylor, Wheeling, W. Va. 


Awards Are Presented 


Service and production awards were 
made by President James A McLain. 
First place during the 19 months club 
period was earned by Ralph A. Trubey, 
manager at Fargo, N. Premier 
honors went to Walter C. Ross of Mil- 
waukee, recently promoted to manager 
there. 

The motion picture “American Por- 
trait” was shown. 

A business session was held Tuesday 
afternoon with Assistant Superintendent 
of Agencies George L. Mendes, as chair- 
man. Speakers comprised members of 
the southern and eastern districts of 
the Leaders Club and included Manager 
R. W. Griswold, of Washington; D. C.; 
B. W. Fane, Shreveport, La.; Manager 
R. W. Wilkinson, Syracuse, N. Y.; Act- 
ing Manager W. R. Eavenson, Buffalo; 
Chester A. Weir, Boston, and Managers 
T. J. Miles, Tampa, and Harry O. 
Snyder, Pittsburgh. 

Tuesday night an informal buffet sup- 
per and dance was held with singing by 





the Guardian glee club. Newly qualified 
members of the Guardian Life Leaders 
Club were initiated into the secret order 
of Guardian Bulldogs. 

On Wednesday no business sessions 
were held, the day having been desig- 
nated Guardian Life day at the New 
York fair. Reinforced by some 300 home 
office employes, the 500 members from 
the field attending the convention spent 
the entire day at the fair. 

The business meeting resumed Thurs- 


day afternoon with Agency Secretary 
John C. Slattery as chairman. The 


members of the metropolitan district of 
the Leaders Club discussed Graph- 
Estate sales and training activities. The 
speakers included Sol Levine, D. J. Sul- 
livan, L. W. Wagenheim, Jerry Holmes, 
Jr., and Arthur L. Sullivan of New York. 
Final speaker was Manager James Elton 
Bragg, of New York, who discussed the 
use of motivation in selling. 

The Leaders Club banquet was held 
Thursday evening with Mr. Weiden- 
borner as toastmaster. Speakers included 
Mr. Heye, Mr. McLain, Edson S. Lott, 
chairman of United States Casualty and 
a Guardian director, and Mr. Trubey. 

The final session is being held Friday 
morning with Mr. Weidenborner in the 
chair. The western district of the Lead- 
ers Club is discussing the Graph-Estate 
procedure. Speakers include A. J. 
Plechner, Seattle; V. H. Koch, St. Louis; 
C. J. Schneider, Indianapolis; L. B 
Lindheimer, Chicago; Managers E. N. 
Oistad, St. Paul, and N. W. Remole, 
Minneapolis. 

The proceedings were brought to a 
close with an address by President Mc- 
Lain. 

Following the close of the Leaders 
Club convention the members of the 
President’s Club left for Bretton Woods, 
N. H., where a meeting of this group 
will be held from July 20-23. 

Executives making the trip are Mc- 
Lain, Weidenborner, Mendes, Medical 
Director M. B. Bender, and Associate 
Actuary J. L. Cameron. 


Democrats Have 
Insurance Plank 


The platform adopted by the Demo- 
cratic National Convention restricted 
itself to favoring strict supervision of 
insurance by the several states and 
praising its beneficent work. 


Cc. A. Craig, chairman of National 
Life & Accident of Nashville and presi- 
dent of the American Life Convention; 
C. J. Zimmerman, Chicago general agent 
Connecticut Mutual Life and president 
of the National Association of Life 
Underwriters, and Catherine Boyle of 
Boyle & Boyle, Chicago general agents 
of Minnesota Mutual Life, appeared be- 
fore the resolutions committee at the 
Democratic national convention in Chi- 
cago this week for the purpose of pro- 
posing an insurance plank to be included 
in the Democratic platform. 

Mr. Craig was accompanied by James 
M. McCormack, Tennessee insurance 
commissioner; C. B. Robbins, manager 
and general counsel, and Ralph H. Kast- 
ner, associate counsel American Life 
Convention. The essence of Mr. Craig’s 
proposed plank was “to the end that the 
insuring public may at all times have the 
greatest measure of protection in sol- 
vency, in rates and in service, we favor 
the most efficient supervision and regula- 
tion of life, fire and all other forms of 
insurance by the states.” Mr. Zimmer- 
man’s proposal was of a similar nature, 
although more extended in scope. Mrs. 
Boyle included the suggestion that there 
be a greater recognition of the soliciting 
agent. Mrs. Boyle was a delegate to the 
Democratic national convention. She 
has been prominent in the activities of 
the women’s division of the Democratic 
party. 

The Republican platform contains an 
insurance plank that was originated by 
Clyde B. Smith, local agent of Lansing, 
Mich. 








great rapidity. 


within twenty-four hours. 


writers are, too. 


WILLIAM H. KINGSLEY 
Chairman of tne Board 





TWO TELEGRAM CASES 


The insured in this case happened to be a well known 
newspaper man on the Pacific Coast. Upon learning of his 
death, our California general agents wired to our home office, 
which the same day issued a check in payment of the claim 
and sent the check to California by air mail. In the meantime 
the general agents proceeded with getting the papers prop- 
erly completed and air-mailing them East. The home office 
promptly approved them and wired a release of the check. In 
this way it was made possible to deliver the claim check with 


A similar instance was the case of a telephone employee 
insurer in the deep South. The check for the claim payment 
was sent from the home office on the same day that the wired 
notification of claim was received and the payment was made 


To have. a claim paid with extraordinary promptness is 
often an extremely important matter with the beneficiary, and 
you may be sure that the recipients of the claim money in such 
instances are appreciative of quick service,—and the under- 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


JOHN A. STEVENSON 
President 

















Eight Trustees 
fo Be Elected 
at Philadelphia 


Political Pace Is Increasing 
as Life Underwriters 
Convention Approaches 


With the convention of the National 
Association of Life Underwriters just 
about two months away, the political 
pace of the organization is increasing. 
There will apparently be no central con- 
test of such proportions as developed 
last year in the vice-presidential race be- 
tween Harry T. Wright of Chicago and 
John A. Witherspoon of Nashville. How- 
ever, it does appear that there are more 
active candidates for the eight positions 
on the board of trustees than there are 
chairs to fill and there will be some in- 
teresting situations on that account. 

Mr. Wright of Equitable Society, who 
is now vice-president, is, of course, 
scheduled to ascend to the presidency at 
the Philadelphia convention and John A. 
Witherspoon, general agent for John 
Hancock Mutual at Nashville, will be 
elected vice-president. That was decided 
a year ago when he went down in gal- 
lant defeat in the contest with Mr. 
Wright. Mr. Witherspoon was elected 
trustee, last year, so that he could be 
eligible for vice-president this year. 

Ray Hodges, general agent for Ohio 
National Life at Cincinnati, has an- 
nounced that he will not stand for re- 
election as secretary but he is a candi- 
date for trustee. 

Hedges for Secretary 


_ H. A. Hedges, whose term as trustee 
is expiring, is definitely an aspirant for 
the secretary position. He is Equitable 
of Iowa general agent in Kansas City. 
Some of the leaders, it is understood, 
are seeking to induce Grant Taggart, 
California-Western States Life, Cowley, 
Wyo., to be a candidate for secretary. 

The report is now heard that Robert 
L. Jones, State Mutual Life, New York, 
who has served as treasurer for 15 years, 
will not seek reelection this year. A 
possible successor is said to be W. E. 
Barton, president of the C. B. Knight 
agency of Union Central Life in New 
York, who is chairman of the finance 
committee. 

Those for whom campaigns have of- 
ficially been organized in the trustee con- 
test are: 

W. H. Andrews, Jr., Jefferson Stand- 
ard Life, Greensboro, N. C. 


Ed. Baker, John Hancock Mutual, 
Louisville. 
Earl Colborn, Connecticut Mutual, 


Rochester, N. Y. 

O. T. Cropper, general agent for Aetna 
Life, Topeka. 

W. W. Hartshorn, manager for Met- 
ropolitan Life, Hartford. 

Ray Hodges, general agent Ohio Na- 
tional Life, Cincinnati. 

Gale Johnston, divisional group super- 
visor Metropolitan Life, St. Louis. 

Roderick Pirnie, general agent Massa- 
chusetts Mutual Life, Providence. 

James E. Rutherford, general agent 
Penn Mutual, Des Moines. 

E. H. Schaeffer, general agent Fidelity 
Mutual Life, Harrisburg, Pa. 

Grant Taggart, California-Western 
States Life, Cowley, Wyo. 

Mr. Taggart will be coming to the end 
of a two-year term as trustee. Mr. Ruth- 
erford is now a trustee, serving by ap- 
pointment due to the resignation of Karl 
Madden of Davenport who left the in- 
surance business. Although Mr. Mad- 
den’s term runs until September, 1941, 

(CONTINUED ON LAST PAGE) 
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More Companies 
Now Likely to Act 


Expected to Follow 
Aetna Life in Increasing 
“Nonpar” Rates 


NEW YORK—With the Aetna Life 
incre asing its nonparticipating rates the 
feeling in life insurance circles is that 
other companies will follow along the 
same course in view of the continuous 
decline in interest rates. It would not 
be surprising to see other companies 
make similar announcements in the near 
future. The Aetna Life new rates go 
into effect Sept. 1 and its agents who 
have not already taken their summer 
vacations, are staying home for the 
most part and putting in a strenuous 
July and August rounding up all pos- 
sible prospects. Hence it is a fore- 
gone conclusion that the Aetna Life will 
have a big July and August. 


Vice-president Beers’ View 


Vice-president H. S. Beers had a dif- 
ficult task to perform at the convention 
of Aetna Life leaders at White Sul- 
phur Springs when he announced the 
premium increase. He _ stated very 
bluntly that companies could not safely 
continue on a 3% percent reserve basis 
because it was impossible to get the 
right kind of securities that yield the min- 
imum amount required. He said the 
companies will be obliged to face the 
situation. Conservative buyers of life 
insurance, he opined, as the truth be- 
comes known to them, will seek their 
protection from companies that have 
adopted a wise and conservative course 
to conserve their resources and 
strengthen their protection. 

In analyzing the mutual company 
situation he stated that in his opinion 
some companies have not decreased 
their dividends to where they right- 
fully should be and are straining them- 
selves too much in their effort to main- 
tain a scale that is not scientific. 


Edward Frazar Wilde, 75, father of 
President Frazar B. Wilde of Connec- 
ticut General Life, died at his home in 
West Hartford. He retired 11 years 
ago after serving for many years as 
Connecticut representative of Lee, Hig- 
ginson & Co. 
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‘Plaque Awarded to Wood 
Agency as Quota Leader 











FREEMAN J. WOOD 


The Freeman J. Wood general agency 
of Lincoln National Life in Chicago won 
first place and a bronze Lincoln plaque 
in class 1 in the Hall month birthday 
campaign honoring Arthur F. Hall, 
chairman. Plaque was presented at a 
luncheon in Chicago at which A. L. 
Dern, vice-president and manager of 
agencies, and William Plogsterth, assist- 
ant secretary in charge of the service de- 
partment, were present. The award was 
in recognition of the Wood agency do- 
ing the best all round job in the month 
based on largest average production per 
man, greatest increase over quota and 
general efficiency. The agency’s May 
production was about $500,000. 

The Wood agency qualified as one of 
the “Quota Busters” in Hall month; was 
fifth country-wide in May and June and 
sixth for the first half vear. It has been 
among the “big ten” agencies four times 
in the last six months. 


Mr. and Mrs. Walter M. Seilfried of 
Cincinnati have announced the engage- 
ment of their daughter, Elizabeth, to 
Charles M. Williams, executive vice- 
president of Western & Southern Life. 
The wedding will take place in the fal!. 





Preliminary Six Months Reports 
































Inc. or Dec. Ine. or Dec. 
New Paid New Paid Insurance Insurance 
Business Busine ss in Force in force 
; 1940 1940 1939 
Bankers Life, Neb.............. 4,657,660! 5, ) —93,740 PE 511 
Business Men’s Assurance...... 10,157,898 9,227,578 + 2,247,325 -1,431, 095 ) 
SARE EME sce t oe ds wie eesar - 4,654,391 4,278,35 +1,084,915 "4765 
Confederation Life ............ 27,372,747 25,038,421 +49,044,911 +6,098, 383 
Conn. PEMCURE BAIOS 6 0.6 556s sain ws 48,595,954 49,755,780 +20, 295,094 +18'040/079 
Conservative Life, W. Va....... 2,602,000 2,773,000 2 +393,927 
Continental Assurance ......... 25,972,938 23,151,841 + 
Crown Life, yj 16,520,263 + 
Dominion Life : 7,714,349 atu 
Equitable Life of C ‘an ad: Liv kira on 1,614,000 1,397,000 
equitable Life, D. Ci... sccsee 15,310,927 17,053,587 2 a 
Eureka-Maryland Assur. ...... 11,047,997 13,031,597 437307, "416 +3 
Farm Bureau Life, O........... 4,595,6662 4,181,057? +3,212,4922 24 
Great Northern Life........... 2,413,500 2,110,478 T4560/9R0 
CO are ee eee 18,964,831% 20,611,1978 +3,008,337 “+ 
Imperial’ TALS, WOO, . <6. se ia cs 11,563,948! 11,777,105 + 2,872,628 oe of 
Independent Life, Md........... 1,205,856 1,122,084 a 202,894 } 2 
EOIMAMODONIS TET: ics. cess sicics s 5,771,225 5,576,727 +1,838,079 +1,278,864 
Jefferson National Life......... 3,540,000 370,000 +3,244, 000 + 351,500 
IN SEED. on crue ale shiictata-.o'% no" 14,187,505 +4/86 835s + 3,768,523 
NY ge? ee eer ea 5,443,898 +1,7 + 2,038,658 
Liberty National Life 20,888,796 +3,8 + 4,776,349 
Lincoln National Life 85,653,276 + 23,4 + 17,908,203 
Loyal Protective Life 502,473 +30 + 280,925 
Manhattan Mutual Life......... 464, 643 350,979 +13 +11,544 
Manufacturers Life, Can........ 27,209,826 28,360,859 +10, + 8,657,559 
monarch Life, MASK... ....s.000. 1.561.000 2,086,000 “+ + 837,000 
Monarch Life Assu., Can........ 3,968,629° 3,517,219 +1, +633,193 
CE Se So en emer 4,236,141 3,889,242 +977,6 + 877,584 
Mutual Benefit, N. J............ 63,656,946 60,147,751 + 11,601,: + 324,435 
eS Be Se Se 22,499,892 20,776,989 + 8,171,292 + 5,434,420 
GNIG BIRTIOORE TAO ....0 eke ek cee 12,131,030 12,526,042 + 789,604 + 2,670,511 
a ee ee eee 3,735,988 4,142,339 + 469,409 +1,324,307 
Phoenix Mutual Life........... 24,828,000 30,743,000 + 7,081,000 +12,132,000 
cg BS SP ere 1,324,894 1,510,187 + 204,300 508,428 
Union Mutual Life.........0..: 5,659,158 4,942,454 +2,176,193 723 
Western TAG, MOORE. nice cs5% 3461, 010 2,257,180 +1,469,141 —44,075 


iDeferred annuities not included. 
2Ordinary only. 


‘These figures exclude revived and increased business. 


‘Does not include annuities. 


°$25,109,000 reinsured in first six months not included. 


‘Life only; 
TLife only; 


including annuities, total $4, 1 58,671, 
including annuities, total $1,7 


gain $364,478. 
50,666, gain $1,032,449 


Membership Gain 
for Year Is 5,278 


National Association of 
Life Underwriters Total 
Is 32,458, New High Record 


A new membership record of 32,458 
was established by the National Asso- 
ciation of Life Underwriters at the close 
of its fiscal year June 30, it is an- 
nounced by W. H. Andrews, Jr., Jef- 
ferson Standard Life, Greensboro, na- 
tional membership chairman. The new 
mark exceeds the previous record of 
27,180 on June 30, 1939, by 5,278, and 
far outdistances all previous membership 
figures. “The total to be reported at 
the Philadelphia convention in Septem- 
ber is expected to be considerably 
larger.” 

An enlarged national program in the 
vigorous administration of President 
Charles J. Zimmerman, increased legis- 
lative activity, the work of the associa- 
tion in connection with the TNEC 
study, a fuller public relations campaign 
and a broad program of life under- 
writer education were cited by Mr. An- 
drews as the major factors responsible 
for the unparalleled growth in the asso- 
ciation. 


Eight States Exceed Quotas 


Associations in all parts of the coun- 
try contributed to the record total, with 
75 bodies equalling or exceeding the stiff 
quotas they assigned themselves, while 
219 tied or broke last year’s records. 

Eight states— Connecticut, Illinois, 
Massachusetts, Nebraska, North Caro- 
lina, North Dakota, Pennsylvania and 
Rhode Island—exceeded their quotas, 
and 38 bettered their 1939 marks. Penn- 
sylvania, by raising its membership to 
4,451, bettered every previous member- 
ship record in a state association. It 
also added the greatest number of new 
associations during the year, four. Ohio 
added three. Texas maintained its lead 
in the number of units with 21, as 
against 20 in Illinois, Ohio and Penn- 
sylvaria, and 18 in New York. The 
increase in the number of local associa- 
tions over June 30, 1939, was 26, bring- 
ing the total to 364, another all-time 
record. 

The Chicago association, which won 
the Charles Jerome Edwards member- 
ship trophy in 1938 and has shown sub- 
stantial gains since that time, made the 
largest numerical gain, 329, to solidify 
its position as the country’s largest as- 
sociation. The first ten associations in 
point of membership are: Chicago, 2,- 
109: New York, 1,630; Pittsburgh, 
1,373; St. Louis, 1,112; Boston, 1,063; 
Philadelphia, 802; Cleveland, 524; Bal- 
timore, 515; Indianapolis, 429, and Los 
Angeles, 380. Eight of the top 10 as- 
sociations showed membership  in- 
creases. 

The ten largest state associations are 
Pennsylvania, 4,451; New York, 3,140; 
Illinois, 2,990; Ohio, 1,884; Massachu- 
setts, 1,670; Missouri, 1,638; California, 
1,318; Indiana, 1,240; Texas, 1,232, and 
Michigan, 786. 

Twenty-two associations more than 


doubled their last year’s marks. They 
are, in order of gain: Williamsport, 
Fall River, Gary, Johnstown, Joplin, 


Susquehanna Valley, Springfield, O., Erie, 
Delaware, Battle Creek, Mobile, Evans- 
ville, Durham, Tampa, Jamestown, Fort 
Wayne, Duluth, Ashland, Lynchburg, 
Lincoln, Baltimore and Austin, Tex. 
The ten leading associations in numeri- 
cal gain are Chicago, 329; Baltimore, 
261; Pittsburgh, 232; Boston, 230; New 
York, 224; Philadelphia, 146; Hartford, 
119; Bridgeport and Harrisburg, 91, and 
Birmingham, 77. 


F. W. Meyer has resigned as chief 
securities clerk of the Indiana depart- 
ment. Commissioner Viehmann has 
appointed W. F. Mitchell to succeed 
him. Mr. Mitchell has been in the 
banking business at Kokomo. 





Cottrill & Eidson 
Many Insurance 
Deals Are Traced 


LOS ANGELES—Master Life was 
the first of the southern California chap- 
ter 9 companies to respond to the order 
to show cause when the hearings on 
the applications of this class of com- 
panies for renewal certificates was re- 
sumed here. 

President M. B. King told of taking 
charge of the company in 1935. He said 
Master Life first got its business by 
radio and by advertising, but that the 
class of business was poor and it 
changed to an agency basis. 

He told of organizing several assess- 
ment companies before coming to Cali- 
fornia. He told of taking over the char- 
ter of Paramount Life in California and 
merging it with Central California Mu- 
tual and some other companies, out of 
which merger grew National Guaranty 
Life, of which he was made vice-presi- 
dent. He left it to become president of 
San Francisco Mutual, which was con- 
trolled by former President Dullbeck oi 
National Guaranty, and which later be- 
came Great States Life. 

He testified that he understood C. W. 
Harrison was a silent partner in Central 
California Mutual, with a Mr. Smith, 
and that they got $95,000 when they 
parted with control of that company and 
that the amount was paid by Mr. Dill- 
beck and a Mr. Griffin. 


Tells of NatGar Corp. 


He testified that while with National 
Guaranty he had stock in NatGar Corp., 
and that it paid him an average of $200 
to $250 per month in addition to his 
salary. 

He told of Master Life assuming the 
policies of five 542-F companies organ- 
ized by C. W. Harrison in Arizona— 
Great Western Mutual, National Guar- 
anty Mutual, Home Mutual Protective, 
State Mutual Benefit, World Beneficial, 
and of paying $40,000 to Harrison. He 
said it was paid by policyholders in an 
additional assessment. 

Prof. Mowbray, consulting actuary, 
testified Master Life is in a hazardous 
condition and will be in financial em- 
barrassment probably in a year. 

At a hearing on Physicians Life, Sec- 
retary A. D. Working and George H. 
Cottrill of Cottrill & Eidson, Houston, 
Tex., general agents, were the principal 
witnesses. 

Working testified that certain sched- 
ules were correct. In one schedule it is 
shown that Cottrill & Eidson had re- 
ceived $219,225 in commissions and 
expenses from the life department of the 
company and in another that they had 
received $202,487 in like manner from 
the accident and health department dur- 
ing a three year period. 


Cottrill Is a Dealer 

Cottrill told of his connection with 
companies in other states similar to 
chapter 9 companies. He related how he 
acquired control and general agency 
contracts and gave the amounts he paid 
for such deals. They include: Mt. Moriah, 
$40,000; Redwood, $1,000; Washington 
Beneficial, $22,000; Prudence, $23,325; 
Iowa State, $26,540; Provident Aid, 
$3,185; North America, $17,888; Rocky 
Mountain, $8,000; Western’ Benefit, 
$900; Capital, $1,000; Pacific National, 
$3,028; Fidelity Mutual, $450; United 
Hospital Service, $5,625; American Be- 
nevolent, $200. He testified that a sim- 
ilar deal had been made with Great 
States Life, at a price of $25,000 and 
that President Houck and Secretary 
Working both were connected with 
Cottrill & Eidson. The premium income 
of these companies, at its peak, when 
brought into Physicians, was $33,000 per 
month, but it had dropped to $27,000. 
The amounts were paid by the Cottrill & 
Eidson Distributing Corp. The firm is 
constantly on the lookout for small 
assessment and fraternal companies to 
merge with the other companies with 

(CONTINUED ON LAST PAGE) 
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Outstanding Records 


fo Be Honored at 
N. W. Mutual Rally 


Court of Honor Ceremony 
to Open Association of 
Agents Gathering 


MILWAUKEE.—Leading agents of 
Northwestern Mutual Life will be in- 
troduced and given special recognition 
in a “court of honor” which will open 
the annual meeting of the Association of 
Agents at the home office here July 
22-24. Their achievements will be told 
by Grant L. Hill, director of agencies. 

Leading all agents in volume of new 
business is G. J. Kutcher, New York 
City winner of the special “AA” honor, 
who in nearly 30 years of field service 
has paid for millions in Northwestern 
Mutual alone, has won various class and 
club honors and for three years was a 
Marathonian. He was a million dollar 
producer for four years during the 
1920's, severing his connection with the 
partnership general agency of Recht & 
Kutcher in 1939 to return to personal 
production. In his return to the field he 
recorded $1,114,620 personal production. 


Stearn Heads Marathon Club 


Lewis Stearn, of the Ralph M. Ham- 
burger general agency, Minneapolis, with 
16214 lives qualified for the special “XX” 
honor for the second consecutive year 
and for president of the Marathon Club. 

He has been a member in this club for 
nine out of the last 10 years and paid for 
1,221 lives, and he also has completed 
eight years continuous membership in 
the 4-L Club. 

For the past agents’ year, 16 agents 
qualified for the Marathon Club by pay- 
ing for insurance on 100 or more lives 
each. The club is 25 years old. There 
have been 848 members, or an average 
of 34 annually, and 73,342 lives have 
been paid for by members in that period, 
with total volume of $343,970,636. Top- 
ping all agents who have qualified over 
the 25 year period is Herman Fricke, 
Omaha, who will attend this year for 
the 22nd time. Mark Schwinn, Beaver 
Dam, Wis., qualified for the 14th time, 
and Emmett Cowell, Red Bud, IIl., seven 
times president, for the 13th time. 


Five Quality for 4-L Club 


Five agents have completed 96 
months or eight years of continuous 
membership in the 4-L ‘Club by writing 
four lives every month. They are Fred 
and Grace Niederhaus, Vincennes, Ind.; 
David Harris, Des Moines, Ia.; Arvid 
Sundquist, Sioux City, Ia. and Lewis 
Stearn, Minneapolis. 

The honor system provides for annual 
classification of all agents, who have 
three-year average production in excess 
of $150,000 a year. Certificates of honor 
annually are awarded to the agent in 
each class, group and section who makes 
the largest percentage gain over his own 
three-year average. Special honors and 
buttons are awarded newer agents un- 
der contract less than three years. 

No winner was declared in Class A, 
three-year average $750,000 or over, 
since agents in this class were either i in- 
eligible because of not making an in- 
crease in their three- -year average or 
previously had won equal or higher 


honor. The Class B tag ve was Oliver 
Barres, Bethlehem, , for making the 
largest percentage ‘ee over his 


three- -year average or rating between 
$500,000 and $750,000. with a total of 
$600,274, an increase of 12.9 percent over 
his three-year average of $531,659. Un- 
der contract for 33 ae. Po total pro- 
duction exceeds $14.725, 


Maurice Koch, a met this vear 





Conventions 





Aug. 27-30—National Fraternal Con- 
gress, Lord Baltimore Hotel, Baltimore. 


Sept. 4-6—International Association of 


a Counsel, Greenbrier Hotel, 
of Sulphur Springs, W. Va 
ept. 5-7—Institute of Home Office 
Underwriters, Lookout Inn, Lookout 
Mountain, Tenn. 
Sept. 5-7—Federation of Insurance 
Counsel, Traymore Hotel, Atlantic City. 


Sept. 8-10—Insurance Advertising Con- 
ference, Haddon Hall, Atlantic City. 


Sept. 9-11—International Claim Asso- 
ciation, Broadmoor Hotel, Colorado 
Springs, Colo. [ 

Sept. 9-13—Insurance Section Amer- 
ican Bar Association, Bellevue-Stratford 
Hotel, Philadelphia. 

Sept. 23-27—National Association of 
Life Underwriters, Bellevue-Stratford, 
Philadelphia. 


Sept. 25-27—Life Office Management 
Amociation, Des Moines. 

Oct. 7-10—American Life Convention, 
ar hata Beach Hotel, Chicago. ’ 

Oct. -16—Life Advertisers Associa- 
tion, Washington, 

Oct. 29-31—Research Bureau-Life Of- 
ficers Association, Edgewater Beach Ho- 
tel, Chicago. 

Oct. 30-Nov. 1—Actuarial Society of 
America-American Institute of Actu- 
aries, Greenbrier Hotel, White Sulphur 
Springs, W. Va. AED 

Dec. 5-6—Life Presidents Association, 
Waldorf-Astoria, New York City. 








qualified as the Class C winner for mak- 
ing the largest percentage of increase 
over his three-year average, between 
$300,000 and $500,000. His total of $436,- 
620 represents an increase of 42.4 percent 
over his three-year average of $306,598. 
He has been an agent of the company 
for 12 years and has not experienced 
a single death claim on nearly $4,000,000 
of insurance written. 

The ‘Class D award was won by Clif- 
ford Sey, Grand Rapids, in the class 
$200,000-$300,000, $355,791, an increase 
of 71 percent over his three year average 
of $207, 853. He has been under con- 
tract 41%4 years and won Group N but- 
tons for three years, this year qualifying 
for Class D and winning the class honor 
immediately. 

L. D. Somers, Rochester, N. Y., won 
the Class E award in the $150,000-$200,- 
000 group, with $300,738, 71.46 percent 
increase over his three-year average of 
$175,402. 


Other Winners of Honors 


Junior honor in the gold section went 
to H. F. Cluthe, Newark, as winner of 
the certificate to the gold button winner 
of Group N for making the highest per- 
centage of increase over his silver but- 
ton production. His Group N volume 
for the past three years totals $1,043,593, 
which places him in Class C of the honor 
system now that he has completed the 
Group N division. Mr. Cluthe also quali- 
fied for honorable mention in his sec- 
tion for the largest volume of new busi- 
ness with $504,086, putting him in the 
Half-Million and Over Club for which 
only eight agents qualified in 1939. 

H. E. Blair, Rochester, N. Y., won 
the junior certificates of honor awarded 
to the silver button winner with the 
highest percentage of increase over his 
bronze button production. His paid-for 
total was $188,040, an increase of 21.36 
percent. Honorable mention for the 
largest volume in that class goes to CC. 
K. Zug, Jr., with $230,545. In the bronze 
button class the honor goes to Leonard 
Mordecai with $411,748 production to 
top his section. 


Winters Wins Cup 


R. W. Winters, Champaign, Ill, dis- 
trict agent in the B. J. Stumm general 
agency, Aurora, Ill., won the district 
agents’ cup, scoring 8.6 out of a possible 
10 points in competition covering five 
factors. Roe Walker, Bloomington, II1., 
was second, and W. R. Traut, Fond du 
Lac, Wis., third. For three previous 
years the cup was won by the DeKalb, 
Ill., agency under Bruce Gilmore, now 
general agent at Grand Rapids. 





In the first six months the Matthew J. 
Lauer agency of Continental American 
Life in New York led all other agen- 
cies in business volume and in premiums. 
The same agency held first place in the 
same connection for the year 


1939. 








CC It is our objective to provide our 
field representatives with all 
necessary tools. tangible and 
intangible. with which success is 


achieved in insurance selling. 99 


WALTER W. HEAD, President 
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eee Lhe Race That Never Ends” 


An automobile manufacturer once said: 
**You have to be good to stay ahead in a 


race that never ends.”’ 


Life insurance selling is that kind of 
a race; it never ends! You are constant- 
ly pitted against outstanding life in- 
surance salesmen. ‘You have to be good 
to stay ahead’’— and good (sometimes) 


to even stay in the race! 


With *Multiple-Line coverage, General 
American Life agents and agencies have 
little difficulty in matching the best 
strides of their competitors. Why? That 
is another story—a story, incidentally, 


that you will find very interesting. 


Get all the facts about General 
American Life... its ‘*Multiple Lines” 
...its method of placing in the field 
of life insurance selling so many pace- 
makers and runners-up in “the race 


that never ends.”’ 


Write Jack T. Lynn, Vice-President. 


GENERAL AMERICAN LIFE 
INSURANCE COMPANY 


WALTER W. HEAD, President 
St. Louis, Missouri 





*MULTIPLE LINES: Participating « Non-Participating « Salary Savings « Juvenile « Sub- 
Standard « A ities « C 
Wholesale Insurance « Group Accident and Sickness « Group Accidental Death and Dismem- 





ial Accident and Health and Hospitalization « Group Life 


berment e Employee and Dependents Group Hospitalization with Surgical Procedure Benefits 
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President Banincatt s View 
on Present Problems 


President M. B. Brainard of the 
Aetna Life group, in his annual ad- 
dresses at the banquet of the life agency 
leaders never fails to bring an intimate 
message that is illuminating and inspir- 
ing. He appeared as usual at the ban- 
quet at White Sulphur Springs last 
week. Mr. Brainard is a man of simple 
tastes, he is truly home spun, very hu- 
man, very fond of people, democratic in 
his demeanor, always approachable, 
strictly New England in his ad- 
herence to fiduciary relationships. A 
man of his mold with a sense of respon- 
sibility, his wholesome respect for every- 
thing forthright, his noble conception of 
his duties and the obligations of insur- 
ance, speaks with an authority and in- 
sight given to but few. He puts on no 
false front. He assumes nothing beyond 
his own ideals. Therefore, his views on 
questions of the day are important be- 
cause they come from the grass roots. 


Tells About New York Building 


In his address he referred to the 
Aetna Life’s new New York building 
which is owned by the Aetna Casualty, 
saying that it houses almost 1,000 em- 
ployes. When the present lease expired 
at 100 William street, he said that the 
compa any knew it would be necessary to 

go to more modern quarters but found 
that the rent in the insurance district 
was very high. It discovered that it 
could lease ground at Fulton & Wil- 
liam streets, from the Dutch Reformed 
Church, erect a building and in the long 
run would be more economical than 
renting outside space. The Aetna Cas- 
ualty, he said, has the largest number 
of employes in the building of any of 
the Aetna Life group. It owns no other 
real estate. 

President Brainard felt exceedingly 
proud of the distinguished men in finan- 
cial, professional and business life that 
came to the dedication. Some days be- 
fore the formal opening ceremonies all 
the Aetna Life directors went to New 
York City and held a meeting, that be- 
ing the first time they had ever met out- 
side of Hartford. They were given an 
opportunity to inspect the new building. 
Families of all the employes, he said, 
were invited to the function so that they 
could see the new structure. The fact 
that so many people of distinction and 
prominence outside of insurance came 
to the building personally, he added, 
was proof of the proud position that the 
Aetna Life companies occupy. 

President Brainard stated that 1939 
was the most successful year of the 
group. Insurance men, he said, are en- 
gaged in selling promises. It is very 
important to them, therefore, that all ob- 
ligations will be met and the promises 
will be fulfilled. Therefore, it is in- 
cumbent on the officials at the head of- 
fice to do everything in their power to 
see that these promises can be kept. 
Insurance buyers, he said, take the 
word of their agents. Mr. Brainard said 
that an insurance company should aim 
to strengthen itself year by year. It 
should never go backward. Its policy 
should be to develop greater safety and 
security as the years go by. It should be 
profitably successful. 


Trend in Security Market 


Speaking of the operations for the 
first six months he said that the Aetna 
Life companies had kept up the pace in 
every direction. The test, as he put it, 
has been met. He referred to the trend 
in the security market and said that the 
Aetna Life officials felt the need some 
years ago of putting up a contingent re- 
serve to take care of depreciation in se- 
curities. When securities appreciate the 
additional amount is put in the con- 
tingent reserve. When there comes a 
fall in the market the contingent reserve 
gets to work. In spite of the deprecia- 
tion, he said, the surplus fund is now 
more than it was Jan. 1. 

President Brainard said that the 


Aetna Life management did not in any 
way endeavor to exercise any political 
control over its employes. Each one, he 
says, is entitled to his own belief. What 
he does politically is no concern of the 
management. He would not counte- 
nance any effort if pressure were to be 
used. 

He said that those of his generation 
and older are now living the most excit- 
ing moments of their existence. As he 
put it, “We are faced with a crisis. We 
have appeared at a turning point.” He 
acknowledged that it is very difficult for 
companies to face the situation because 
no one can forecast the future. He ex- 
pressed the hope that England would 
ultimately prevail in the momentous 
struggle on the other side. His per- 
sonal hope is that the United States will 
not be involved in the war. Following 
that statement there were salvos of ap- 
plause and President Brainard said that 
he was rather surprised at this because 
he knew that there was a tendency in 
some quarters to force this country into 
war. 


Sought Liberty and Opportunity 


President Brainard said that people 
from the old countries came to this side 
because they sought liberty and oppor- 
tunity. They had been hampered in 
their fatherlands. They desired to be 
free from paternalism. Material pros- 
perity, he said, is never as precious as 
liberty. President Brainard said that 
he did not want to get accustomed to 
seeing military men on the streets and 
military achievements emphasized. He 
spoke in opposition to compulsory mili- 
tary training and said that all this mili- 
tary life suppresses simplicity. He spoke 
of the billions being spent for defense. 
He said that as far as he could learn 
the administration had in view a call for 
$15,000,000,000 for defense purposes. He 
said that he had tried to figure out how 
it would be possible sensibly and rea- 
sonably to spend even $5,000,000,000 for 
defense. He said that he believed in the 
United States putting itself in position 
to adequately protect itself and also to 
be a dominating influence throughout 
the western continent. However, he 
did decry these immense spending cam- 
paigns because he said that the country 
will be debt ridden and tax burdened 
for centuries. He said that personal 
savings are imperiled by the demands 
of the federal government. There is a 
time, he said, when economy should be 
brought into play. 


State Rights Should Be Preserved 


Mr. Brainard said that he believed in 
preserving the rights of the states and 
they should not be invaded by the fed- 
eral government. He urged people to 
keep their heads cool and calm. He said 
if the populace is not careful and states- 
men are not judicial there is great dan- 
ger of the country being involved in 
war. If war comes, he said, the burden 
of debt ard tax will be so formidable 
that the nation may be forced into a 
dictatorship. This, he said, will have a 
tremendous bearing on insurance prob- 
lems. Everyone, he said, should think 
what is best for the country and their 
thinking should be deliberate, not emo- 
tional or hysterical. 

President Brainard announced with 
some glee that he had received a tele- 
graph message from his wife that he had 
a new grandson. Charles Brainard, his 
son, is in the investment business in 
Hartford, and is the father. 





William C. McCarten, 62, with the 
National Thrift Assurance of Omaha, 
died at his home there. He was born 
in Dubuque, Ia., and was once in the 
life insurance business there. He had 
lived in Omaha since 1824 and was for- 
merly superintendent of agents of the 
American Reserve Life. 











A wag has said there are 452 places on a 
golf ball where it can be hit, but only one of 


them is right! 
And it's much the same with life insurance. 


For an annual premium of $100 a young man 
could select any one of a hundred Canada 
Life policies ranging in capital value from 
$10,000 to less than $1,000. But only one of 
them may be the right one for him. 


Every man's circumstances are different. 
His earnings, his plans for his own future, or 
for those dependent on him—all vary. It is 
essential that life insurance be planned to 
fit these individual needs. And that kind of 
planning requires special training and ex- 
perience. 


Canada Life representatives have been care- 
fully equipped to give advice—the advice 
of picked representatives thoroughly trained 
by a company which has had ninety-three 
years’ experience in serving the individual 
needs of its policyholders. 


Cannon Lire 


Atabbithed - 1§47 


Head Office in Toronto, Canada 
Fifty Years in the United States 
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Air Victory Against 
Britain fo Affect 
Underwriting in U. S. 


Would Force America to 
Adopt Wholesale Low- 
Standard Pilot Training 


NEW YORK—Outcome of the Ger- 
man air assault on England may make 
quite a difference in the underwriting in 
this country of male life insurance appli- 
cants up to age 30. Selection officials 
are watching the Battle of England with 
keen interest because it will presumably 


constitute a show down between two 
opposing theories of air warfare. Vic- 


tory of the German low-quality, mass- 
production plan would probably mean 
wholesale air-force recruiting in the 
United States as a defense measure. 

The British theory, which to date has 
been followed in the United States, calls 
for the best possible equipment and the 
best possible training of carefully se- 
lected personnel. Germany, however, is 
going in for mass production of both 
planes and pilots. Pilots are given a 
minimum of training so that the great- 
est possible number of pilots can be put 
through the course. Similarly, German 
planes are built only well enough to hold 
together for the job for which they are 
intended. Time and money is saved by 
equipping only a few planes out of a 
squadron with navigating instruments. 
It is contemplated that mortality will be 
high, not only in actual numbers, which 
would be natural because of the large 
numbers involved, but in proportion to 
the number of pilots in an engagement. 


British Quality Sacrifices Numbers 


Experience so far in this war has 
shown definitely that pilot for pilot and 
plane for plane the British are superior 
to the Germans. However, there is a 
large possibility that the overwhelming 
numerical superiority of the German air 
force may outweigh the higher quality 
of British personnel and equipment, 
since that higher quality was obtained 
at the expense of numbers. 

What this means in terms of under- 
writing men up to age 30 in the United 
States is that if the German theory 
proves to be the correct one the United 
States may have no alternative but to 
base its air defense on the same pat- 
tern. Thus, instead of drawing its 
recruits virtually entirely from college 
students and giving them thorough train- 
ing and the best planes it is possible to 
build our military aviation program may 
have to be based on the greatest possible 
number of planes which are merely ade- 
quate to meet minimum standards and a 
corps of pilots drawn from all walks of 
life and all degrees of intelligence above 
a reasonable minimum and giving them 
rough training but not much more. 


Broadens Potential Aviation Risk 


From an underwriting standpoint, the 
effect would be to make virtually every 
applicant for life insurance up to about 
age 30 a possible military aviation risk. 
In addition there would be the further 
hazard arising from the fact that instead 
of personnel being selected only after 
rigid tests for piloting aptitude the bars 
would have to be let down in order to 
obtain the requisite number of pilots. 
Danger of accidents from natural inepti- 
tude would be intensified. 

Another factor adding to the risk is 
that the abbreviated training program 
that would result from emphasis on 
quantity rather than quality would mean 
cutting down on the ground school the- 
oretical instruction which is regarded as 
extremely valuable and an important 


Feature Insurance 
at Bar Powwow 


Several Departmental Ral- 
lies Are Scheduled During 
Philadelphia Convention 


The speaking program has been com- 
pleted for the meeting of the insurance 
session of the American Bar association 
in Philadelphia the week of Sept. 9. 

There will be a general insurance ses- 
sion the afternoon of Sept. 9 with John 
W. Cronin, general counsel of Liberty 
Mutual, presiding. He is chairman of the 
insurance section. Speakers will be 
Benjamin Rush, chairman of the North 
America, on “An Insurance Man’s View 
of Insurance,” and F. A. Carroll, vice- 
president of National Shawmut Bank of 
Boston, on “A Banker’s View of Insur- 
ance. 


Accident & Health Period 


\. J. Skutt, general counsel of Mu- 
tual Benefit Health & Accident, will 
preside at the accident and_ health 


period. Talks will be made by Jewell 
Alexander of San Franisco on “Modifi- 
cations by Statute of the Law of Breach 
of Warranty, Concealment and Repre- 
sentation,’ and Mark E. Archer, general 
counsel Empire Life & Accident, Indian- 
apolis, on “Traumatic Neuroses as a 
Disability Under An Accident Policy.” 

At the discussion of qualification and 
regulation of insurance companies, E. W. 
Patterson, Columbia University, will 
preside. Insurance Director Ernest Pal- 
mer of Illinois will give a talk on state 
supervision and there will be a seminar 
on the proposed acts on conflict of laws 
in relation to insurance contracts. 


Eugene Quay Is Leader 


Eugene Quay of Chicago will lead the 
discussion at the insurance law practice 
and procedure round table. A talk on 
“New Federal Rules Relating to Dis- 
covery and Examination Before Trial as 
Affecting Insurers” will be given by 
Frank T. Nesbit, Washington. 

At the life insurance discussion, Ralph 
H. Kastner, associate counsel American 
Life Convention, will preside. The sub- 
ject is “Taxation of Insurance Proceeds 
—What the Insured and Beneficiary 
Face.” Talks will be made by Price H. 
Topping of New York on federal estate 
taxes; Milton Elrod, Indianapolis, on 
state inheritance and estate taxes, and 
Paul Myers, Washington, on federal and 
state income taxes. 

At the second general session on .in- 
surance, Mr. Cronin will again preside. 
Reports will be made on the various 
round table discussions. Earl F. Norris, 
Columbus, will give a talk on “Miscon- 
duct of Counsel in Insurance Cases.” 








reason why there was only one fatality 
in the training of 10,000 student pilots 
under the Civil Aeronautics Authority's 
program. As with Germany, wholesale 
induction of pilot recruits would bring in 
large numbers of men lacking sufficient 
academic background to absorb very 
much of the theory of flight even if it 
were possible to give them adequate in- 
struction. 


Company Action Already Taken 


Since the whole German pattern of 
mass aviation warfare means that a 
vastly greater number of aviators are 
involved, plus a considerably higher rate 
of mortality, the possible effect on in- 
sured lives might be serious. At least 
one company has already notified its 
field force that it will write no unmar- 
ried applicant up to age 31 except with 
an aviation exclusion rider. While nei- 
ther the army training program nor the 
C. A. A. program takes men beyond 25, 
there is always a possibility that the age 
limit might be raised in order to bring 
in more men. 

(CONTINUED ON PAGE 10) 
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Let Postal Telegraph , 
check your communication 
set-up — cut costly waste: 


/ 

Imagine Saving 3241 a year on telegrams: oer 
That’s the amount one firm (name - ee 
keted. And that’s not unusual. Every di hire 

Teles h’s free communication file analysis is 

Benge for many business organizations. 


Here’s how it works for you: 
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A Postal Telegraph expert comes _—— — 
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New Indictments 
in Mo. Rate Case 


Pendergast, O’Malley, 
McCormack Are Named in 
U. S. True Bills 


KANSAS CITY—The 
jury has now indicted T. J. 
R, E. O’Malley and A. L. 
each on two counts, charging that they 
conspired to obstruct justice and dis- 
honestly sought to impede the three- 
judge federal court that in 1936 ap- 
proved the Missouri fire rate case 
compromise. 

Simultaneously R. K Phelps, act- 
ing U. S. district attorney, recom- 
mended that the three be cited for con- 
tempt of the three-judge court. 


Text of the True Bill 


Pendergast, ex-political boss of Kan- 
sas City; O’Malley, former Missouri in- 
surance superintendent, and McCor- 
mack, St. Louis insurance agent, who 
has appeared before this and _ other 
grand juries to relate the story of the 
compromise, did, the first indictment 
reads, “unlawfully, knowingly, fraudu- 
lently, feloniously and corruptly con- 
spire, combine, confederate and agree 
together to and with each other and 
divers other persons . . . to defraud the 
United States of America by interfering 
with, impeding and endeavoring to ob- 
struct the orderly and lawful function- 
ing cf a department of the gov ernment, 
towit, the judiciary department.” Men- 
tioned as also being involved is the late 
Charles R. Street, Chicago, and other 
persons unknown to the jury. 

On the second indictment the three 
are charged with conspiring “to influ- 
ence, obstruct or impede the due ad- 
ministration of justice” in the three- 
judge federal court. The basis of the 
indictments and of the recommendation 
for citation in contempt of court are the 
same. 


federal grand 
Pendergast, 
McCormack 


Federation of Counsel 
Speakers Announced 


Speakers are announced for the an- 
nual meeting of the Federation of In- 
surance Counsel at its annual convention 
at Traymore Hotel, Atlantic City, Sept. 
5-7. R. L. Hogg, assistant general 
counsel Life Presidents Association, 
will discuss “Status of Insurance Agents 
Under Unemployment Compensation 
Acts.” R. F. Wagner, Jr., New York 
City, member of the New York legisla- 
ture, will speak on “The Outlook for 
Reform in the Medical Field.” R. H. 
Matthias of the law firm of Ekern & 
Meyers, Chicago, has as his subject, 
“The Progress of Accident and Health 
Insurance.” Other speakers will be O 
D. Duncan of New York City, general 
counsel London Lloyds, and R. D. 
Bartlett of the Baltimore law firm of 
Bartlett, Poe & Plagett. During one 
session there will be a three hour pres- 
entation, “Information Please.” 


New Mass. Savings Bank Entrant 


BOSTON—The trustees of the Som- 
erville, Mass., Savings Bank have voted 
to make application for the establish- 
ment of a savings bank life insurance de- 
partment. Twenty-eight mutual savings 
banks already have such departments. 

H. W. Chandler of Whitman has been 
reappointed by the governor as trustee 
of the General Insurance Guaranty 
Fund, central organization of the savings 
bank life insurance system. 

G. W. Diggs, general agent at Rich- 
mond, Va., for the Penn Mutual, mo- 
tored to Petersburg July 13 to attend 
the marriage of Miss Emily Robertson 
of that city to his son, G. W. Diggs, Jr., 
a member of his agency sales force. 
3raden Diggs, his other son, who is 
assistant general agent, was best man. 
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AGENCY MANAGEMENT — 


president of the Texas association, 
opened a series of educational meetings. 
The group will be the guests of Mr. Bell 
at the Gainesville Country Club for a 








Executive Committeemen 
Appointed in Chicago 


J. D. Moynahan, manager Metropoli- 
tan, chairman general agents and man- 
agers division Chicago Association of 
Life Underwriters, appointed on the ex- 
ecutive committee W. M. Houze, John 
Hancock; C. J. Zimmerman, Connecti- 
cut Mutual; C. B. Stumes, Penn Mutual; 


P. B. Hobbs, Equitable Society, and A. 
E. McKeough, Ohio National. 

C. T. Walsh, Metropolitan, won low 
gross prize with 86 at the annual golf 
outing. About 100 supervisors were 
guests. A. E. McKeough was arrange- 
ments chairman. Mr. Moynahan was 
toastmaster at dinner. H. L. Cundy, 
New England Mutual, won first blind 


bogey prize for supervisors and E. D. 
Verink, Union Central, first among the 
managers: Samuel Heifetz, Mutual of 
N. Y. low putts; R. H. Wienecke, Mu- 
tual Trust, low gross for par 3 holes; 
J. R. Francis, Metropolitan, low gross 
for par 5 holes; C. W. Calhoun, John 
Hancock, high and J. M. Caffrey, 
John Hancock, most putts. L. S. Broad- 
dus, Guardian, won second low gross 
and Mr. Moynahan, third. 


gross, 





Montgomery Speaks at Fort Worth 


P. V. Montgomery, vice-president and 
actuary Southland Life, spoke to the 
Fort Worth Life Managers & General 
Agents Club. He commended the work 
done by the life agents during the past 
two decades. He explained how pres- 
ent-day rates for life insurance are ar- 


business and social meeting in August, 
with J. B. Baumann, Pacific Mutual Life, 
Houston, president of the Texas associa- 
tion, as the principal speaker. 

New Mexico—John P. Williams of the 
American College of Life Underwriters 


rived at. He concluded with full details 
of all developments up to date in the 
establishment of war clauses, including 
present restrictions among the Canadian 





eeciaatamiaatis . spoke at a meeting in Albuquerque. He 
" formerly was registrar of the University 
Richmond Managers Elect of New Mexico. 
G. W. Diggs, Penn Mutual, was ee ee 








elected president of the Life Agency 
Managers of Richmond, Va., by the new 
board of directors. J. W. Tyson, Mas- 
sachusetts Mutual, was named _ vice- 
president, and D. L. Weeks, Equitable 
Society, secretary-treasurer. These of- 
ficers, with H. W. Vaden, Guardian Life, 
will comprise the new executive commit- 
tee. 





Siegmund Is Welcomed on 
Coast at a Dinner j 

LOS ANGELES—William H. Sieg- 
mund, newly appointed general agent 
here of Connecticut Mutual Life, was 
introduced to the managers and general 
agents at a dinner, presided over by H. 
M. Holderness, superintendent of Pa- 
cific Coast agencies. S. S. Northington, 
for many years the general agent, also 
was honored. He retired because of ill 
health. 

More than 50 members of the Life 
Insurance Managers Association of Los 
Angeles were guests, as were Drs. Park 
and Webster of the Los Angeles medi- 
cal staff, and Attorny John Delvey Wal- 
ton, Connecticut Mutual counsel. 

Mr. Holderness read many congratu- 
latory messages, and a telegram from 
President C. J. Zimmerman of the Na- 
tional Association of Life Underwriters, 
Chicago general agent Connecticut Mu- 
tual with whom Mr. Siegmund has been 


Toledo Managers Elect 


E. O. Barton has been elected presi- 
dent of the Toledo, Ohio, Life Managers 
Association with R. A. Wesselmann 
named vice-president, and Dan W. Har- 
ris, secretary-treasurer. 


Seminar for General Agents 


The Oregon Mutual Life has just 
completed the first unit of a seminar for 
its general agents, which took the form 
of a “retraining” course covering the 
field of agency management. Small 
groups of general agents are being taken 
at one time. 





The Minneapolis General Agents & 
Managers Club held its annual golf 
party and dinner at the Golden Valley 
golf club. 
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associated for several years, expressing 





Detroit Names Committee to 
Secure 1941 National Meet 


DETROIT—Qualified Life Under- 
writers is preparing to meet all chal- 
lengers for the honor of entertaining the 
National Association of Life Under- 
writers at Detroit in 1941. W. A. Post, 
Connecticut General, president, has com- 
pleted appointment of a “Detroit in 
1941” committee and the other life as- 
sociations here approved the move. Sup- 
port was pledged by the Associated Life 
General Agents & Managers, Michigan 
State Association of Life Underwriters, 
Detroit C. L. U. chapter, and Life In- 
surance Leaders of Michigan. 

Heading the “Detroit in 1941” commit- 
tee is G. Lackey, general agent 
Massachusetts Mutual, past National 
president. The officers of Q.L.U., Mr. 
Post, J. L. Lee, Phoenix Mutual; H. B. 
Ruhl, Massachusetts Mutual; L. E. Ma- 
Sun; Clyde Manion, Equitable 
Society; F. E. Pomeroy, New England 
Mutual; S. W. Ryan, Penn Mutual, and 
R. T. Smith, Travelers, are ex-officio 
members. 

Committee appointments include E. P. 
Balkema, Northwestern National, presi- 
dent state association; Donald Machum, 
Manufacturers, president managers’ as- 
sociation; K. W. ‘Conrey, Penn Mutual, 
Grand Rapids, past president state as- 
sociation; R. E. Stringer, State Mutual, 
president Detroit C. L. U., and James 
Shuster, Penn Mutual, Grand Rapids, 
president Life Insurance Leaders. 


Nashville—James E. Fly, Life & Cas- 
ualty, is the new president. The vice- 
president is George E. Bivins; secretary, 
J. B. Leeth; and members executive com- 
mittee, Slater Brown, Paul Simpson, Al- 
den Smith, and Tom Henderson, Jr. 

Buffalo—Despite the fact that it rained 
the entire day, the annual outing at the 
Buffalo Canoe Club in Canada was a suc- 
cess. W. A. Schworm, president, presided 
at the dinner meeting. He turned the 
meeting over to W. Merle Smith, general 
chairman. Russell Wonderlic, chairman 
program committee for the coming year, 
announced that plans are underway to 
secure outstanding speakers for the fall 
meetings. 





his disappointment at not being able 
to attend. 
Worthington, Prouty Recognized 
i 1 - Mr. Holderness paid tribute to Mr. 
Fit for Pulpit Doesn't Northington, and introduced Phinehas ' 
Mean Fit for Insurance Prouty, Jr., general agent, who has 
taken over the consolidated full time 


CHARLESTON, S. C.—“The day of 
the ham and egg insurance man is about 
over,’ declared Commissioner King at 
a luncheon meeting of the Charleston 
Life Underwriters Association. 

Asserting that he has been opposed 
“violently” to part-time insurance men 
since 1928, Mr. King cited these quali- 
fications of insurance men: “That they 
be ‘proper and fit.” He added, how- 
ever: “I have never construed that to 
mean that the man who is ‘proper and 
fit’ for the pulpit is a ‘proper and fit’ 
insurance man.’ 

Another speaker, John LaFitte, of 
Columbia, president of the South Caro- 
lina state association, expressed the 
opinion that applicants under 21 years 
of age should not be granted agency 
licenses. Bank employes, he said, have 
no right to sell insurance on the side. 


agents of the Northington agency in 
new quarters in 530 West Sixth street. 
Mr. Prouty welcomed Mr. Siegmund. 

Mr. Siegmund for 11 years was with 
the Equitable Society in Chicago, build- 
ng a successful unit and also becoming 
a member of the Quarter Million Dollar 
Club every year through his personal 
production. His past three years with 
Mr. Zimmerman resulted in building a 
fine brokerage business and a full time 
unit which produced $3,000,000 last year 
and is 121% percent ahead in 1940. 





Oregon Department's Directory 


The Oregon insurance department has 
released its official insurance agents di- 
rectory for 1940, giving the fire, auto- 
mobile, marine, life and miscellaneous 
insurance agents and companies repre- 
sented as of May 1, 1940. 





Texas Group to Meet Jan. 31 


The mid-winter meeting of the Texas 
Association of Life Underwriters will be 
held in Dallas Jan. 31, it was announced 
following a meeting of the executive 
committee in Galveston. The meeting 
will follow the sales congress sponsored 
by the state organization. Plans are be- 
ing laid for the three sales congresses. 
Jul B. Baumann, Houston, president, an- 
nounced the dates are: Houston, Jan. 
28; San Antonio, Jan. 29; Dallas, Jan. 30. 

The local associations at these three 
points are busy arranging for the meet- 
ings. Last year attendance was about 
750 at each point. It is hoped to draw 
1,000 at each congress. 


Underwriters Handbook ; 
of Chicago Is Issued 


THE NATIONAL UNDERWRITER announces 
the publication of the 1940 issue of the 
Underwriters Hand-Book of Chicago 
and Cook County. This is the 27th edi- 
tion of this valuable and handy com- 
pendium of insurance information. 

Included in the 364-page book is a 
complete directory of agents with the 
companies they represent. Then there is 
a directory of all companies doing busi- 
ness, with their local, special, and gen- 
eral agents, officers and _ financial 
standing. Cook County fire insurance 
premiums for the past six years are 
given and brokers’ license numbers 
issued up to and including June 3, 1940, 
are listed. 

The Underwriters Handbook is the 
only one of its kind issued for Chicago 
and Cook County. Bound in red leather, ‘ 
it is available for $5 at A-1946 Insurance , 
Exchange building, Chicago, telephone 
WABash 2704. 


Gulfport, Miss.—L. B. Letcher was 
elected president; Raymond Butler, vice- 
president; J. B. Denson, secretary-treas- 
urer, and George Poole, national com- 
mitteeman and member state legislative 
committee. 

North Texas—Jack Bell, Great National 
Life, Gainesville, and R. W. Pinkston, 
National Life & Accident, Denison, are 
additional vice-presidents. Ricks Strong, 
Dallas, John Hancock Mutual Life, past 
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WRITE $300,000 ON ONE DAY 


The Zimmerman agency, Connecticut 
Mutual Life, Chicago, shattered all its 
previous records for a single day’s pro- 
duction when it observed “Fraser Day,” 
honoring Peter M. Fraser, executive 
vice-president. The full-time staff wrote 
and had examined 111 cases for a total 
of more than $300,000 life insurance 
during the day. 

The drive was in charge of Edwin S. 
Hewitt, agency manager, in charge of 
the full-time organization. Leading 
agent was Charles L. Kluss, with 18 
applications totaling more than $50,000. 
Every agent wrote at least one applica- 
tion during the dav, and the average 
was slightly more than five applications 
per agent. 


ACACIA BRANCH HAS BIG MONTH 

The Chicago branch of Acacia Mutual 
Life, as far as records show, had the 
biggest individual month in June since 
December, 1938. The first six months 
period is ahead of last year. <A. R. 
Mead is manager. 
CAPERTON AGENCY LEADS 

The Joseph C. Caperton agency, 
State Mutual Life, Chicago, has been 
the number one agency for the past 6 
months in that company. It also led 
the field last year. Business for the 
first six months this year was 143 per- 
cent ahead of last vear. The agents 
have written 30 more paid applications 
than in the same period a year ago. 





CELEBRATES 5TH ANNIVERSARY 

The James H. Brennan agency, Fi- 
delity Mutual Life, Chicago, celebrated 
its fifth anniversary with a golf tourna- 
ment and banquet culminating a= six 
weeks’ drive in the agency. For the 
first six months this year, paid volume 
was ahead by 43 percent. Of the 70 
agencies of the company, it stood fifth 
last vear. 

Mr. Brennan was top producer for 
the company during May. He has been 
with Fidelity 16 years. He is second 
vice-president of the Chicago Life Un- 
derwriters Association and chairman of 
the sales congress for that group. 

The agency offices are being enlarged 
and remodeled. Mr. Brennan hopes 
that they will be ready for occupancy 
atter Aug. 1. 

VERMILLION’S ACTIVITIES 

G. T. Vermillion, one of the Chicago 
managers of the Mutual Life of New 
York, has formed a group called the 
“Vermillon Qualifiers.” He assigns $7.- 





Wanted 
Life Sales Supervisor 


A fast growing Life Agency in Chi- 
cago, operating on sound business 
principles, with quality and perma- 
nence paramount in acquiring busi- 
ness and men, seeks the services of 
an energetic and progressive Super- 
visor, to assist in recruiting, training 
and working with men in the field. 
Applicant should be up to date in 
modern selling and organization meth- 
ods, and have a clean record of sub- 
stantial production. Preferred between 
ages of 27 to 49. Opportunity is step- 
ping stone to General Agency work 
if applicant measures up to required 
standard in the job to be done. 


An 81 year old New York (Mutual) 
company. Write. giving experience 
and record in detail, and if possible, 
accompany letter with recent photo- 
graph. All replies treated in strict 


confidence. Remuneration: Salary 
plus basis. 
Address: L-92—The National Under- 


writer, 175 W. Jackson Blvd., Chicago, 
Illinois. 











000 a month as the quota and to all who 
can make the grade he gives a lunch 
once a month. In this group are the 
potential qualifiers for the Mutual Life’s 
top field club. 

The Mutual Life has been celebrating 
“Youth Month” and Mr. Vermillion ar- 
ranged for two young college men to 
talk at one of his Monday morning meet- 
ings. One was Lawrence Weiss, son 
of Supervising Assistant Nathan Weiss, 
and the other Irvin Sloan, son of Mrs. 
Anne Sloan of the agency. These two 
young men gave their impressions of 
and attitude towards life insurance as 
well as presenting their impressions on 
some of the issues of the day. 


JAMES LEASE IS IMPORTANT 

The One LaSalle Company, which 
operates the One LaSalle Building, Chi- 
cago, in its report to holders of trust 
certificates, refers with much satisfaction 
to the fact that a lease has been nego- 
tiated to Fred S. James & Co. covering 
all of the second floor and a portion of 
the third floor of the building. President 
G. W. Rossetter points out that this 
space has been vacant since the build- 
ing was erected. The lease is for a 





term commencing Sept. 1, 1940 and end- 
ing April 30, 1952. Fred S. James has 
the right to obtain the remainder of the 
area on the third floor. No rent will 
be obtained from the premises until 
May 1, 1942, because Fred S. James is 
entitled to a credit for the rent paid by 
it to the Insurance Exchange building 
until that time. 

The building expects to expend at 
least $75,000 in making the space avail- 
able to Fred S. James. President Ros- 
setter asserts that after May 1, 1942, 
the rental to be paid by Fred S. James 
will be a powerful factor in maintaining 
the building income and creating a sub- 
stantial margin over the requirements 
for ground rents and taxes. 


THURMAN HONORED ON 10TH YEAR 

E. B. Thurman, general agent in Chi- 
cago for New England Mutual Life, 
Was guest of honor at an all day celebra- 
tion of the agency's 10th anniversary 
held at Bon-Air Country Club. Associ- 
ates of Mr. Thurman, agents and their 
Wives attended, the agency force being 
hosts. Recreational features included 
golf and swimming, followed in the eve- 
ning by a dinner-dance. Mr. Thurman 
Was presented a portable radio and a 
book containing signatures of the staff. 
He received many congratulatory tele- 
grams including one from President G. 


W. Smith which pointed out that the 
entire growth to more than $25,000,000 
business on the books, not including an- 
nuities or single premium contracts, was 
made in the depression period. Mr 
Thurman's son, E. B. Jr.. who was 
graduated this year from Northwestern 
University, has joined the agency as a 
full-time agent. 





GEORGE BALDWIN PROMOTED 
3aldwin, formerly service sup- 
ervisor of the group department of the 
Equitable Society in Chicago, has been 
made assistant divisional group man- 
ager. He will assist in the promotion of 
group sales in the Chicago agency under 
the supervision of Manager Ivan Ricks. 
Mr. Baldwin graduated at Hobart Col- 
lege in 1928 and for a while was em- 
ployed in a sales capacity by the Rome 
Brass & Copper Co. of Rome, N. Y.. 
and later by the Timken Roller Bearing 
Company of Canton, O. He entered the 
group department of the Equitable in 
December, 1937. 


George 


MUTUAL LIFE MANAGERS MEET 
Since G. T. Vermillion was appointed 
manager of the Mutual Life of New 
York agency at 204 South LaSalle 
street, Chicago. being transferred from 
Milwaukee, there has developed a feel- 
ing of cooperation among the Mutual 
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NWNL’s operations are so coordinated that ial s 
ment as of December 31 is ready and printed on New Year's Day. For 
NWNL has been first to issue its annual 


Is for Assets 25 Million Strong, 


As of December 31, 1939,,NYNL’s assets totalled 
$75,205,180 — double what they were in 1929. 


Is for ONY ky SValosai al M-s a celt-balc dl BTopaton 


Two-thirds of NYNL’s assets consist of bonds, all high grade 
securities of which approximately half are U. S. Gov- 
ernment Bonds or bonds fully guaranteed by the U. S 


Is for Coverage from Birth to 65, 


NWNL has policies tor every need, available on a participating, non- 
par, or NWNL’s famous GPR (Guaranteed Premium Reduction basis 


is for Diversitication 


of Investments Far and Wide. 


Your money is safe with NWNL, invested in thoroughly diversified securities 
of the highest quality only after careful research by investment experts 


Is for E q fi / Y with Complete Figures & True, 


Is for. MACLUTAL Trained to Serve You. 


NWNL fieldmen are trained to sell to fill needs. 
they are paid, not according to the amount of i 
according to the quality of their service at the sale and therea 


. «+ And so on through the entire 
alphabet goes the NWNL Primer. If 
you would like a copy of the com- 


plete Primer write NORTHWESTERN 


NATIONAL LIFE Insurance Com- 
pany, Minneapolis, Minnesota. 
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Life offices in the city. Every Tuesday 
Mutual Life managers meet at a lunch- 
eon and talk over their common prob- 
lems and plan for a closer stand for a 
united front in the city. W. G. War- 
ren, manager of the Chicago Clearing 


House, meets with the four managers, 
they being Mr. ee Samuel 
Heifetz, J. R Hastie and C. Coyner, 


who has supervision of Ate outside 
of Chicago. 


SEES GREAT PROSPERITY AHEAD 
The life insurance business is good 


now and will continue to be so for some 
Samuel 


time to come, according to S 
Heifetz, manager Mutual Life of New 
York, in Chicago. Mr. Heifetz finds 


that more companies are having to work 
their forces at night in order to fill war 
orders, the payrolls are greater, and the 
natural result is that these people have 
a little more money with which to buy 
life insurance. Mr. Heifetz believes the 
elaborate program of national prepared- 
nes§ will keep the factories going for 
at least two or three years. “I am 
confident we face 20 years of the great- 
est prosperity this country has ever 
enjoyed,” Mr. Heifetz said. He reported 
his agency more than 50 percent ahead 
in applied for business as compared with 
the same period last year. 


BUDINGER IN NO. 1 POST 


The F. J. Budinger agency of Frank- 
lin Life in Chicago leads all agencies of 
the company in new paid business for 
the first half of the year. It produced 
the largest volume during the last three 
months period, thus winning the Agency 
Cup. 

In the Budinger organization Milton 
Rutstein lead the company field force in 
personal production over this period in 
volume and number of cases. 

The production is 18 percent ahead of 
the same period last year. 


INDUSTRIAL 


John Hancock and CIO Men 
Consider Working Pact 


BOSTON—A committee of the C.I.O. 
met with officials of the John Hancock 
Mutual Life for a discussion of their 
proposals for a working agreement be- 
tween the C.I.O. organized offices and 
the company. The C.I.O. representa- 
tives made these proposals which were 
discussed and given consideration. 

Byron K. Ellott, vice-president and 
general counsel, Paul F. Clark, vice- 
president, and T. F. Brunton, assistant 
actuary, represented the John Hancock 
and the C.I.O. was represented by AI- 
len Hayward, national C.I.O. director; 
Lewis Merrill, president of the United 
Office & Professional Workers Union; 
Leon Berney, general organizer of Lo- 
cal 30 of New York City, and five John 
Hancock agents, Henry Wald, William 
Frankfurt, John Steskel, Jean Milletann 
and Fred Smollen. 


Industrial Conference 
Presents Some Statistics 


Approximately 2,000,000 more persons 
were provided by Industrial Insurers 
Conference companies with industrial in- 
surance at the close of 1939 than on the 
same date in 1938, according to reports 
from 49 of the 52 companies which com- 
prise the organization. 

Statistics reveal also that of the 64,- 
000,000 life insurance policyholders of the 
United States, as of Dec. 31, 1939, 14,- 
415,182 are in these companies of the In- 
dustrial Insurers Conference, the num- 
ber of assured for 1938 being 12,631,665. 
The experience of the same companies 
as of Dec. 31, 1939, shows insurance in 
force $2,591,183,839, as compared with 
$2,331,059,364 Dec. 31, 1938. Assets were 
$359,996,871, compared to $303,274,644 in 
1938. Premiums for 1939 totaled $101,- 





STOCKS 


Cornelius of Bacon Whipple 
& Co., 135 South La Salle street, Chi- 
cago, gives the following stock quota- 
tions for life companies as of July 16: 





H. W. 


Par Div. 3id Asked 
Aetna Life .... 10 1.40* 271%, 28% 
Cent. States Life 5 prs 114 2 
Colum. Nat. L..100 isk 69 73 
Conn. Genl. .... 10 .80 25 27 
Contl. Assurance 10 2.00 34 36 
Great South. L.. 10 1.30 18 20 
Kan. City Life.100 16.00 370 410 
tate @. CAS... +00 3 250 10 11 
Lincoln Nat..... 10 1.40* 27 29 
New World Life 10 .30 414 5 
N. W. Natl. Life 7.50  .30 11% 12% 
Ohio Natl. Life. 10 1.25 25 rat 
Old Line Life.. 10 .60 9% 10% 
Sun Life, Can...100 15.00 165 195 
TYAVOICTS. ..00%% 100 16.00 412 420 
Union Cent. Life 20 1.20 23 25 
Wis. National | a eM 1.00 16 18 


Air ion Against 
Britain to Affect 
Underwriting in U. S. 








(CONTINUED FROM PAGE 7) 

The German theory is that by stress- 
ing quantity of pilots and planes rather 
than quality wars are shortened and 
though the mortality among pilots is 
heavier than it would be under a high 
quality program the shorter duration of 
hostilities cuts down the total number of 
aviation deaths. This theory, however, 
is based on one side having an over- 
whelming numerical superiority over the 
enemy. If both sides were on a quantity 
basis the argument about a quick finish 
would no longer hold water. Hostilities 
would not only bring a tremendous num- 
ber of casualties but would continue 
them over a long period unless victory 
were decided elsewhere than in the air. 

There seems to be no argument today 
against the view that the air service is 
the most hazardous branch. During the 

first World war it was not true, the in- 
fantry being the most dangerous, al- 
though the spectacular nature of air war- 
fare undoubtedly caused a general im- 
pression that it was the most risky. 
Hence the particular concern of under- 
writers about the military and naval avi- 
ation hazard in the event the United 
States should be drawn into this or any 
future war. 


Roger B. Hull, m: managing director 
National Association of Life Under- 
writers, announces the marriage of his 
daughter, Beverly Marsh Hull, to G. C. 
Webster on July 13 at the Manchester 
Country Club, Manchester, N. H. The 
wedding, planned for September, was 
advanced because of the war situation. 





595,670, while against $91,832,295 in 1938. 
The number of agents Dec. 31, 1939, 
were 18,603, as compared with 17,579 at 
the close of 1938. Other employes ag- 
— 6,905, wainiie a total of 25,508. 





AGENCY NEWS 


Honor St. Louis Veterans 

M. J. Cleary, president Northwestern 
Mutual Life, visited the C. H. Poindex- 
ter Agency in St. Louis to present 20- 
year veteran badges to nine St. Louis 
men. Mr. Cleary was the guest of 
honor at a dinner attended by many 
prominent St. Louis business men and 
civic leaders. 











Testimonial for Portland Manager 


Thirteen Portland agents of the 
Oregon agency of the Equitable Society 
won individual awards in a special testi- 
monial demonstration to honor T. How- 
ard Groves, who is just rounding out his 
10th year as manager in Portland. The 
large number of average size policies 
and relatively large number of agents 


Danger in Transfer 
of Policies Found 


U. S. Chamber of 
Commerce Issues an 
Informative Bulletin 


WASHNGTON, D. C.—For the in- 
formation of type nen te By insur- 
ance department of the U. . Chamber 
of Commerce is releasing an insurance 
bulletin: “Should You Change Your 
Old Life Insurance For New?” 

It points out that replacement of old 
life insurance policies by new ones will 
usually result in loss to policyholders 
through increased cost and less favor- 
able benefits under the new policy. Pol- 
icyholders are urged to consider care- 
fully advice that may be given about 
changing their policies. Before acting, 
policyholders should obtain information 
and assistance from all available sources, 
including the company or companies 
which wrote existing policies. 

Term Insurance Program 


The bulletin says: 
“Periodically throughout the history 
of life insurance there have appeared 


those who advocate’ insurance pro- 
grams based’ exclusively on term 
insurance. Although term insurance 
serves a useful purpose in certain 
cases, experience has shown _ that 
a life insurance program based _ ex- 


clusively on term insurance will almost 
invariably lead to disappointment. The 
fundamental objection to term insurance 
for the long run is its increasing cost, 
which becomes very high at the older 
ages, when the policyholder usually has 
decreasing ability to pay. By building 
up a reserve through the payment of 
premiums somewhat higher than the 
term rate in the early years, level pre- 
mium life insurance avoids this increase 
in the premium required as the policy- 
holder grows older.” 

Recognizing the public interest in pre- 
venting losses to policyholders through 
misrepresentation, a number of states 
have enacted special statutes making 
such misrepresentation criminal. This 
type of legislation is designed to pro- 
tect the interest of the public. 

Copies of the bulletin may be obtained 
from the Insurance Department, Cham- 
ber of Commerce of the United States, 


Washington, D. C. 





Winning recognition in the testimonial 
were especially significant. The results 
were Officially presented to Mr. Groves 
at a special agency meeting. 


Fete Cochrane on Retirment 
Tribute was paid to W. S. Cochrane, 

who is retiring as Peoria general agent 

of Mutual Benefit Life, at a dinner in 


that city. Speakers included John S. 
Thompson, vice-president of Mutual 
Benefit; Frank Ream, assistant superin- 


tendent of agencies, and John S. Leaver, 
field service manager. 

Norman E. Anderson, the new general 
agent, took a bow. He has been produc- 
tion manager at Peoria since last Sep- 
tember. 

The toastmaster was H. M. Solen- 
berger, general agent for Mutual Bene- 
fit at Springfield, Ill. 


Becker Agency Is Honored 


A. L. Dern, first vice-president Lin- 
coln National Life, presented L. S. 
Becker, general agent in St. Louis, with 
the Hall month plaque, which is em- 
blematic of leadership for production 
during May. Each May every agency 
produces in honor of Chairman Arthur 
F. Hall, and this year marked the 35th 
Hall month contest. 

The Becker agency has won the 
trophy for the fourth time in the last 
seven years. The agency ranked seventh 
for the first six months in new insurance 
written and paid for. 


Mr. Dern and W. T. Plogsterth, di- 
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A Tribute 


to 


Walt B. Mahaffa 











Bankerslifeman 
of 
Rockwell City, Iowa 


who climaxed his brilliant 20-year 


career in June —‘’President's 
Month’ —by submitting 63 ap- 
plications $115,000 in new 


life insurance. 


He was the leader of our field 


organization for the month, 


He pledged a $100,000 month 
to honor his long-time friend, 
President Gerard S. Nollen. He 
topped that pledge by $15,000. 


He was in the field by 5 a. m. 
each working day of the month 
and drove more than 5,000 miles 
on—and 


calling writing—pros- 


pects. 


His achievement in June has 
been an inspiration to his fellow 
salesmen in our Des Moines 
Agency and throughout our en- 


tire sales organization. 


We are 
Mahaffa as a master salesman, a 


proud to salute Walt 


tireless worker, a real life insur- 


ance man. 


BANKERS LIFE 
PEsablsked ss” COMPANY 
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rector of field service, conducted a sales 
congress for the members of the agency 


and then entertained them and _ their 


wives at a dinner. 








NEWS ABOUT 


POLICIE 





By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 
Published Annually in May and March respectively. 


Digest” and “Little Gem.” 
PRICE, $5.00 and $2.50 respectively. 


Supplementing the “Unique Manual- 





New Rates of 
Aetna Lite Given 


The increase in  non-participating 
rates to be put into effect by Aetna 
Life Sept. 1 varies according to plan 
of insurance and according to age. For 
instance on ordinary life in the early 
years, the increase runs from 4 to 5 
percent and after 55, the increase is 
about 2 percent. On 20-pay life the 
increase at the younger ages ranges 
from 5 to 6 percent and on the older 
ages, 3 percent. 

The new policies will be issued upon 
the 3 percent instead of 3% percent re- 
serve basis. There is a corresponding 
increase in nonforfeiture values so that 
the net cost on a surrender basis at the 
end of 20 years will be lower under the 
new program than with lower premiums 
and lower cash values. Herewith are 
given the new rates for ordinary life, 
20-pay-life, 20-year endowment, modi- 
fied life (premiums during first five 
years about half of the subsequent pre- 
miums) and 20-year double protection 
whereunder double the face of the con- 
tract is paid in the event of death within 











the first 20 years: 
ee = Modi- 
=} a fied 
> pe ¢ Life 
= = uS ~ Mh 
& ad xe . 
= x Ce) = 
* 2 S he cg E& 8 
< OJ ad a = S S 
10 $11.95 $20.26 $44.39 =o PS = 
il 12.15 20.51 44.43 7 ss j 
12 12.36 20.88 44.46 ‘ Fe = 
13 12.58 21.26 44.50 z o a 
14 12.81 21.64 44.53 & bar =e 
15 13.05 22.03 44.56 & < no 
16 13.30 22.43 44.58 $7.78 $14.97 $18.07 
17 13.59 22.83 44.60 7.88 15.34 18.40 
18 13.92 23.25 44.63 7.99 15.73 18.74 
19 14.27 28.68 44.66 8.09 16.13 19. 
20 14.63 24.12 44.69 8.20 16.40 
21 14.97 24.55 44.70 8.32 16.64 
22 15.34 25.00 44.71 8.47 16.94 
23 15.73 25.46 44.73 8.69 17.3 
24 16.13 25.93 44.75 8.92 17.84 
25 16.56 26.42 44.79 9.17 18.3 
26 17.01 26.95 44.84 9.43 18.86 
27 17.50 27.49 44.92 9.71 9.42 2. 
28 18.00 28.06 45.00 10.00 3 3.3 
29 18.54 28.64 45.10 10.3 62 23.5 
30 19.10 29.25 45.20 10.64 .2 , 
31 19.66 29.84 45.30 10.97 sa 5.¢ 
32 20.25 30.47 45.42 11.3 2.62 
33 20.88 31.12 45.56 11.68 3.36 26.¢ 
34 21.55 31.80 45.72 12.08 .16 a 
35 22.24 32.49 45.89 12.49 98 28. 
36 23.05 33.29 46.16 12.96 5.92 29.8 
37 23.89 34.11 46.45 13.46 92 30.5 
38 24.77 34.95 46.76 13.99 98 32. 
39 25.69 35.82 47.10 14.54 29. : 
40 26.67 36.7 47.48 15.12 30. j 
41 27.69 37.67 47.88 15.7 31.48 37. 
42 28.75 38.63 48.31 16.38 32.76 38.87 
43 -89 39.64 48.79 17.07 34.14 40.90 
44 -08 40.70 49.32 17.80 35.60 43.09 
45 5 41.82 49.91 18.58 37.16 45.46 
46 4 42.95 50.52 19.39 38.78 
47 5.06 44.14 51.19 20.25 40.50 
48 6.5 45.38 51.92 21.17 42.34 
49 38.08 46.69 52.73 22.15 44.30 
50 39.72 48.06 53.61 23.18 46.36 
51 41.46 49.51 54.57 24.29 48.58 
52 43.29 51.04 55.63 25.47 50.94 
53 45.24 52.65 56.78 26.73 53.46 
54 47.30 54.35 58.03 28.07 56.14 
a) 49.49 56.16 59.40 29.51 59.02 
56 51.80 58.08 60.90 31.04 62.08 
57 54.25 60.12 62.53 32.68 65.36 
58 56.86 62.29 64.32 34.44 68.88 
59 59.62 64.61 66.26 36.32 72.64 
60 62.55 67.09 68.39 38.34 76.68 
61 65.67 ae ners eae Venter 
62 68.98 oe . 
63 72.51 mee se 
64 76.2 Le ee 
65 80.27 ae es 
66 85.18 ree aa 
67 91.15 se ~ 
68 97.89 PRS a 
69 105.50 Sas 
70 PERE <0 tress waar lee “dae 
Aetna Life at the same time announces 


issuance of a new endowment contract 
maturing at ages 50, 55, 60 or 65 It will 
be issued in units of $1,500 of insurance 
and will provide at maturity an income 
of $10 a month for each $1,500 of face 





amount of insurance for 10 years certain 
and for as long thereafter as the insured 
lives. 
Herewith are given the rates for the 
contract maturing at age 65, 60 and 55: 
Insurance with Life Income at_ 





r--Age6i~, -Age60— -Age 554 

Age M. F. M ¥. M. F. 
$ $ $ $ $ $ 

10 20.46 21.41 23.66 25.20 28.77 30.75 
11 20.92 21.98 24.385 25.93 29.70 31.80 
12 21.47 22.57 25.06 26.72 30.68 32.88 
13 22.05 23.19 25.80 27.53 31.71 34.0 
14 22.65 23.83 26.58 28.39 32.80 35.20 
15 23.27 24.50 27.40 29.29 33.95 36.46 
16 23.92 25.20 28.26 30.23 35.17 37.80 
17 24.61 25.94 29.16 31.23 36.46 39.20 
18 25.33 26.71 30.12 32.27 37.81 40.69 
19 26.08 27.52 31.12 33.37 39.25 42.25 
20 26.85 28.386 32.17 34.52 40.75 43.91 
21 27.65 29.24 33.27 35.73 42.34 453.66 
22 28.49 30.16 34.43 37.00 44.02 47.52 
23 29.37 31.11 35.66 38.35 45.80 49.49 
24 30.30 32.12 36.95 39.76 47.71 51.58 
25 $31.28 33.18 38.31 41.28 49.77 53.83 
26 32.34 34.31 39.78 42.91 52.00 56.27 
27 33.45 35.53 41.36 44.66 54.44 58.94 
28 34.64 36.83 43.05 46.52 57.10 61.87 
29 35.91 38.20 44.86 48.51 60.00 65.05 
30 37.26 39.66 46.81 50.62 63.16 68.50 
31 38.69 41.21 48.90 52.89 66.57 72.23 
32 40.20 42.86 51.15 55.34 70.26 76.28 
33. 41.82 44.62 53.56 58.01 74.27 80.68 
34. 43.55 46.50 56.19 60.93 78.62 85.50 
35 45.42 48.54 59.07 64.14 83.41 90.77 
36 47.45 50.76 62.26 67.67 88.68 96.57 
37 49.65 53.16 65.79 71.52 94.53 103.00 
38 52.04 55.76 69.64 75.75 101.05 110.17 
39 54.66 58.60 73.77 80.31 108.37 118.21 
$0 57.50 61.69 78.25 85.25 116.66 127.29 
41 60.58 65.04 83.12 90.61 126.12 137.67 
42 63.93 68.69 88.48 96.51 137.05 149.66 
$3 67.53 72.63 94.42 103.05 149.83 163.72 
$4. 71.39 76.87 101.05 110.41 164.98 180.44 
45 75.55 81.43 108.55 118.77 183.25 200.60 
46 80.06 86.37 117.10 128.32 paraes aes 
47 84.98 91.80 126.97 139.35 
48 90.42 97.82 138.50 152.19 
49 96.54 104.56 152.15 167.32 
50 103.47 112.18 168.52 185.40 
51 111.35 120.86 re ee 
52 120.41 130.86 
53 130.91 142.48 
54 143.22 156.16 
55 157.87 172.53 





Canada Life Continues Scale 


The Canada Life announces that its 
current schedule of dividends payable to 
policyholders is being continued un- 
changed. Five-year dividends are based 
on an accumulation of dividends paid on 
annual dividend policies and since there 
have been increases in the annual divi- 
dend scale in the past three years, the 
scale of dividends for most premium- 
paying five-year dividend policies will be 
slightly increased. 

There will be no change in the inter- 
est rate on dividends and policy proceeds 
left with the company. 


Pacific Mutual Liberalizes 
Rules Affecting Women 


Pacific Mutual Life has let down prac- 
tically the last remaining bars in connec- 
tion with applications from women, with 
the announcement that it was extending 
to business women the privilege to se- 
cure five and 10-year term insurance and 
modified life contract. This liberaliza- 








SUPERVISOR WANTED 
Experienced life insurance man for Chicago and 
vicinity wanted by major life insurance company. 
Salary and commissions. Must be experienced, 
with good record. Opportunity for development 
into management. Give full particulars about 
yourself. Address L-90, The National Under- 
writer, 175 W. Jackson Blvd., Chicago. Agents 
in our office have been notified of this ad. 














AGENCY MANAGER OR SUPERVISOR 
Thoroughly experienced in agency building and 
production desires opportunity to show definite 
methods of securing results. Free to move to 
any territory necessary. Age 44; married. Mod- 
erate salary. Excellent reference. Reply Na- 
tional Underwriter, L-88, 175 W. Jackson Blvd., 
Chicago, Illinois. 








tion is subject to restrictions affecting 
minimum amounts and existing under- 
writing principles. 

Heretofore, Pacific Mutual has been 
willing to issue all of its life forms to 
women engaged in business or profes- 
sions except term insurance, and also ac- 
cident and health protection up to $100 
monthly indemnity. It also has been is- 
suing all of the life forms except five 
and 10-year term insurance, and practi- 
cally all of the accident forms, except 
health insurance, to housewives. 


Revise Work of Ford Brothers 

The Kentucky Central Life & Acci- 
dent has revised its Louisville debits 
with the promotion of Manager G. W. 
Ford to the home office as vicepresident. 
The four Louisville districts, which have 
been supervised by Mr. Ford and his 
three brothers, have been consolidated 
into three parts, Louisville 1 being in 
charge of Manager J. W. Ford, Louis- 
ville 2 in charge of Manager R. D. Ford, 


and Louisville 3 in charge of Manager 
E. A. Ford. 


To Build New Home Office 


WINSTON-SALEM, N. C.—The Se- 
curity Life & Trust will erect a five- or 
six-story building for its home offices on 
North Spruce street. The building will 
include space for a large medical cen- 
ter on the second and possibly third 
floors. 

The lot on which the new building 
will be erected has a 100-foot frontage 
and a depth of 200 feet, extending back 
for one block to Poplar street. It has 
been owned by the company since 1927, 
the dwelling house thereon being used 
for a time as the home office and lately 
as the office of the Winston-Salem 
agency. 


Accident and health sales up 20 per- 
cent. Get on bandwagon. Send $1 for six 
months’ subscription to Accident & 
Health Review, 175 W. Jackson Blvd., 
Chicago. 








invest in it does double duty. 





To Have and To Hold 


The special Modernized Systematic Savings Plan featured 
by the Bankers National Life Insurance Company is not only 


a good investment—it’s good business, and every dollar YOU 


This Modern Plan has all the advantages of low cost 
ordinary life in event of death . . . all the advantages of en- 
dowment forms in event of survival . . . cash withdrawals 
without policy loan interest any time after payment of second 
premium... guaranteed interest at the rate of 314% on sav- 
ings ... privilege of reducing premiums to ordinary life rate 
at any time without evidence of insurability ... payment of 
face amount plus savings in event of death . . . payment of 


face amount at end of 25 years. 


Have you a difficult prospect who claims he can invest 
the difference between low cost and endowment forms and 
be ahead of the game in event of premature death? 
you explained the difficulties of saving sums regularly . . . of 
putting new principal and earnings to work earning interest 


at once, of avoiding losses over so long a period? 


Tell him that you can do this for him, and in the event of 
death pay his beneficiaries both his life insurance and savings 
accounts. Tell him the plan is also available to children ages 
1 day to 1414 years for educational and protection purposes, 
with or without waiver of premium benefit on the parent. 


Would he be interested? . . . Think it over. 


BANKERS NATIONAL 


LIFE INSURANCE COMPANY 


MONTCLAIR a * 


Have 


* NEW JERSEY 
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EDITORIAL COMMENT 





Caminetti’'s Worthwhile Probe 


THE 
Commissioner Caminetti 
into the operations of the so-called chap- 
ter 9 


investigation being 


of California 


assessment companies in his 


state deserves a word of praise from the 
great body of insurance. The commis- 
bold action. The 
operators of these companies apparently 
have been going on the theory that they 
couldn’t be touched so long as they paid 
lip service to the law. 

Operators of this type of company 
know their rights or at least what they 
think are their rights. They make a 
close study of the law and then work 
out a pattern of operations that thev 
think places them beyond the reach of 
the authorities. Mr. Caminetti has ap- 
parently confounded the operators of the 
chapter 9 companies, has 
not permitted himself to be tied by a 
literal interpretation of the law. He has 
conceived that if some of these compa- 
are being used as feeding troughs 
by promoters and scalpers, he has the 
tight to go to the heart of the matter, 
blast through the technical legal defenses 
upon which these gentry have been re- 
lving and determine whether the policy- 
holder is being given anything near a 
decent chance. Mr. Caminetti’s fearless- 
ness is here being applied in most con- 
structive fashion. We commend his ex- 
ample to commissioners of other states, 
where there are domiciled these assess- 
ment concerns that operate by mail. Mr. 
Caminetti has proved that there 
way to get at these operators. 
ply refused to accept at its face 
all the screening behind which 
concerns have been complacently oper- 
ating. 

In the past few years there has been 
a great growth in the operations of un- 
licensed assessment companies soliciting 
through advertisements 
in newspapers, cheap magazines and 
over the radio. To a large extent it 
seems to be a case of follow the leader. 
There is a strange business that is car- 


sioner has taken rather 


because he 


nies 


is a 
He sim- 
value 
these 


largely by mail, 


ried On year in and year out about 
which the ordinary person is quite ig- 
norant. It is the business of selling 


things by direct mail. Those engaged in 
this business gauge everything in terms 
of net profit per 1,000 mailing pieces 
sent out. They don’t care what they 


are selling, whether it be postcards, 


conducted by 


knives, correspondence insur- 
ance or what not so long as the net 
profit per 1,000 mailings holds up. These 
Word gets 
around as to what is hot at the moment 
and a man hearing that insurance is pro- 
ducing a profit of $3 per 1,000 may drop 
knives or postcards or whatever he is in 
at the moment and try a fling at insur- 
ance. 

In the past few years, apparently in- 
surance has been the hot article because 
so many of the boys have gone into it. 
These boys should not be thought of as 
insurance people. They are in the 
strange and fast game of getting money 
from people by direct mail solicitation, 
and it just happens that the insurance 
appeal is going good. There is quite a 
trafic in names, and they are sold by 
the box full and peddled from one place 
to another. There is never any difficulty 
in getting names. It is merely a mat- 
ter of getting something that appeals 
at the moment and to get the mailing 
and mimeographing machines oiled to 
the point where they are producing at 
the lowest possible unit cost. 

We believe that many of the 
now using the insurance ap- 
most undignified manner 
would shortly take up knives or corre- 
spondence courses or postcards if the 
authorities in other states would take 
such wholesome direct action as Mr. 
Caminetti has done. 

While on the subject we would also 
like to praise the efforts of the life un- 
derwriters association of one of the 
cities that is effectively reducing the re- 
to the radio broadcasts of one 
Accord- 


courses, 


operators watch each other. 


gentry 
who are 
peal in a 


sponse 
of these mail order concerns. 
to radio experts, practically all of 
leads that are gotten from radio 
broadcasts on insurance are obtained 
while the program is in progress, and 
these assessment companies that offer 
cheap insurance with no agent to bother 
you, do get dozens of good leads 
during the course of each broadcast. The 
life underwriters association in one city, 
it is reported, discovered the situation 
and during these broadcasts, the 
members of the association in relays 
telephone the radio station, engaging 
the operators in conversation as long as 
blocking calls from the 


ing 
the 


etc., 


now 


possible thus 


real fish. 


See Necessity of Playing Safe 


No life insurance salesman relishes 
increase in premium rates. No company 


an 


announcement of such an advance. 


great pleasure in making an 
There 


takes any 


always satisfaction received 
when a lower cost is announced. A re- 
duction in dividends by mutual compa- 
nies is always received by the field force 
with regret. Yet life companies must 
take into consideration present condi- 
tions, the continuous downward trend of 
interest rate and the possible effect of 
the catastrophic situation on the other 
side of the water. 

Above all, we as policyholders, de- 
mand the utmost safety so far as our 
life insurance is concerned. We do not 
want any chances taken. No one can 
peer very far into the future with any 
degree of definitely divining actualities. 
We do not know what is coming. There 
is no wizard among us, no one so occult 
that he can make a factual statement as 


is 


more 


to what will be the situation even six 
months ahead. 

Therefore, certainly executives of life 
companies have a very serious respon- 
sibility resting upon them. The public 
has great confidence in our legal reserve 
institutions. One of the large companies 
has already announced an increase in 
non-participating rates. Others will fol- 
low. Every company management can 
decide whether its responsibility to the 
policyholders justifies the continuance of 
its present cost. It is a grave question 
and there should be no lack of courage 
if larger reserves are necessary and costs 
should be increased. If there any 
doubt it should be wiped out and posi- 
tive steps taken to create a sounder fi- 
nancial ballast. 


is 








PERSONAL SIDE OF THE BUSINESS 





Roy Omer, general agent Mutual 
Benefit Health & Accident and United 
Benefit Life, Salina, Kan., and national 
committeeman of the Salina Life Under- 
writers Association, is a delegate from 
his district to the "Democratic national 
convention. 

H. Sellers Rogers, Dallas adjuster 
specializing in life, accident and health 
claims only, was visiting company 
offices in Chicago this week. 

Miss Alberta Stutsman, direct adver- 
tising secretary of the George E. Lackey 
agency, Massachusetts Mutual, Detroit, 
was elected treasurer of the Wonien’s 
Advertising Club of Detroit for the sec- 
ond successive year. 

Henry G. Mosler, chairman Million 
Dollar Round Table, who is a lieutenant 
commander U. S. naval reserves, has 
been ordered to active duty and will 
leave Los Angeles July 23 for the Wash- 
ington, D. C., navy yard. His insurance 
friends in Los Angeles tendered him a 
farewell luncheon this week. During his 
absence from the city, which will be for 
the duration of the emergency, his office 
will remain open for service to his 
clients. Mr. Mosler is past president 
Life Underwriters Association of Los 
Angeles. He served in world war No. 1 
as a lieutenant in the navy, and was as- 
signed to duty in connection with the 
production of munitions, being an engi- 
neer. 

S. G. Glover, Wichita manager of the 
National Life & Accident, will attend 
the International Lions Club convention 
in Havana July 22-25. He is president 
of the Wichita Lions. 

E. E. Henderson, Chicago general 
agent Pacific Mutual Life, has been 
named director of the community chest 
in Wilmette, Ill., where he resides, to 
conduct the drive to be held in October. 

E, E. Cammack, vice-president and 
actuary of Aetna Life, has presented an 
ambulance to the British relief commit- 
tee as a memorial to his sister, Edith 
Cammack, who died at Salonika during 
the first world war. 

President O. J. Lacy, Ray Cox, vice- 
president, and H. W. Storck, home office 
supervisor California-Western States 
Life, attended the installation of Gilbert 
Ball as manager of the San Francisco 


agency. A short meeting was held in 
the morning followed by a luncheon. 
Mr. Ball has been with the company for 
10 years, starting as agent in the Oak- 
land office and after a year becoming 
assistant manager. 

Later he was appointed manager in 
Sacramento, where he has been for six 
years. His new territory will be San 
Francisco and San Mateo counties. 

C. V. Starr, president United States 
Life and organizer of the American In- 
ternational Underwriters Corporation and 
Asia Life, was one of a group ot 
Americans whose expulsion f ro m 
Shanghai was ordered by the Japanese- 
controlled puppet government in China, 
according to dispatches from Shanghai 
this week. Mr. Starr owns and pub- 
lishes an English language newspaper in 
Shanghai which has incurred the enmity 
of the Japanese. It was indicated that 
there was no way in which the order 
could be made effective, as the interna- 
tional settlement in Shanghai has _ its 
own government and is not under the 
control of the Nanking regime. 

J. S. Williams, assistant superintend- 
ent of agencies of the Oregon Mutual 
Life, while on an eastern trip was mar- 
ried in Cincinnati, O. 

Filemon T. Martinez, general agent 
Ohio National Life, Albuquerque, N. M., 
and Mrs. Martha Moya of Albuquerque 
were married there. Mr. Martinez is past 


national president of the_ League of 
United Latin-American Citizens, de- 
voted to the cultural betterment of 


members of the Latin-American race. 

R. T. Stuart, president of Mid-Conti- 
nent Life of Oklahoma City, was busy 
in Chicago this week promoting the in- 
terests of John N. Garner. He has been 
regional director of the Garner commit- 
tee in Oklahoma. 


DEATHS 








Mrs. Sarah J. Cannon, 80, mother of 
George J. Cannon, executive vice-presi- 
dent of the Beneficial Life, died in Salt 
Lake City. 

Charles H. Buresh, Jr., office broker 
with Fred S. James & Co., Chicago, and 
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Mrs. Buresh are bereaved by the death 
of their infant son, Charles Jeffrey 
Buresh, at the Evanston hospital Sun- 
day. 

C. W. Goyer, 53, special agent of 
Penn Mutual Life, died at his home in 
Memphis. He underwent an operation 


in January for removal of a brain tumor. 
He had been with Penn Mutual since 
1921 and was one of its leading pro- 
ducers. 


Frank B. Cannell, 54, with the Boston 
office of the Provident Mutual Life for 
many years, died at his home in Brook- 
line, Mass. 








NEWS OF THE COMPANIES 





Central Life of Ill. Now 
Reinsures Business of 
Life of Detroit 


Central Life of Illinois has now taken 
over the assets and liabilities of Life of 
Detroit. Previously stock ownership of 
the Detroit company had been acquired 
by Central Life. Life of Detroit had 
about $25,000,000 of insurance in force. 
Only about $5,000,000 of this was sub- 
ject to lien. The rest of the old Detroit 
Life business had been rewritten and is 
free from lien. The assets amount to 
about $7,000,000. Lester Johnson who 
has been serving as president of Life 
of Detroit since it was acquired by Cen- 
tral Life, is returning to Chicago to 
serve as superintendent of agents for 
Central Life. 

Central Life will maintain a branch 
in Detroit of some proportion. 

Life of Detroit was licensed in 1936 
to reinsure Detroit Life, which was then 
in receivership. 


Dedicates New Building July 20 


Continental American Life of Wil- 
mington, Del., will dedicate its new 
home office building there July 20 and 
will hold open house. A buffet luncheon 
will be served in the main dining room 
of Hotel DuPont. Agents have been 
contesting to attend the dedication. 
Those who take the lead in the cam- 
paign will be guests of the company in 
Wilmington and will help dedicate the 
building. 


N. E. Mutual Building Progresses 


The foundation for the new home of- 
fice building of the New England Mu- 
tual Life on Boylston street in Boston 
has been completed and the grandstand 
seats provided for “curbstone kibitzers” 
have been removed. Steel is now swing- 
ing into place. The cornerstone will be 
laid in August and the building should 
be entirely enclosed before winter sets 
in. 


Heuss Made Fund Trustee 
LANSING, MICH.—Judge Carr of 


Ingham county circuit court has ap- 
pointed T. M. Heuss, Detroit, formerly 
active receiver of the American Life of 
Detroit under Commissioners Emery 
and Gauss, as trustee for the Michigan 
American Fund, created by the reinsur- 
ance agreement by which the American 


agency. . 


Address L-87, The National 
Blvd., Chicago. 





Sees 
Agency Manager Wanted 


Midwestern stock company, with unexcelled reputation and 
standing, needs an outstanding agency manager to develop a 
Home Office agency in city of 250,000. 

Over 21 millions now in force in Home Office city. Because 
of good standing of company, policyholders and stockholders, 
this is a rare opportunity for a thoroughly experienced, high 
grade, conscientious, aggressive man to build an outstanding 


Salary, bonus, expense, and proper subsidy to insure success. 
Correspondence strictly confidential. 


“OS ANN ee EA I A RID i Ramm 


United Life acquired the Detroit car- 
rier’s business. 

His salary in his new capacity was 
fixed at $7,500, beginning with the ter- 
mination of his salary as deputy liqui- 
dating receiver. He was instructed to 
set up an office apart from that of the 
reinsuring company but convenient to 
its Detroit headquarters. 





Santa Fe National Setup 


The Santa Fe National Life of Albu- 
querque, N. M., has increased its capital 
to $260,000, divided into 400,000 shares 
of 65 cents par value. Its last annual 
statement showed capital of $108,869 
and surplus of $26,472. 





Northwestern National Promotions 


J.C. Parker has been appointed super- 
visor of agents accounts at the head 
office of the Northwestern National Life. 
He was formerly with the White & 
Odell agency at Minneapolis for seven 
years and in 1930 was transferred to the 
home office. H. E. Atwood, editor of 
the “Northwestern National News” for 
five years, has been appointed assistant 
agency secretary. Kenneth Wunsch, 
who has assisted with the publication 
for three years, becomes its editor. 


Sun Life Advances G. E. Brown 


G. Egerton Brown, formerly super- 
visor of branch office routine and per- 
sonnel, has been appointed assistant 
comptroller of the Sun Life of Canada. 
He entered the company’s Toronto office 
in 1921 following graduation from high 
school, leaving two years later to enter 
the University of Toronto. He was 
graduated from the university in 1927 
and rejoined the Sun Life with the To- 
ronto group department. 

He was named branch secretary in 
Pittsburgh in 1928 and joined the head 
office staff in July, 1929, as chief clerk 
personnel department. In 1936 he was 
advanced to the post he now relin- 
quishes. 








Receivership action has been started 
at the instance of the Michigan depart- 
ment against the Eastern Star Benevo- 
lent Fund of America, Detroit, a funeral 
benefit association which has operated 
since 1930 without supervision by the 
department. 





Accident and health sales up 20 per- 
cent. Get on bandwagon. Send $1 for six 
months’ subscription to Accident & 
Health Review, 175 W. Jackson Blvd., 
Chicago. 


Underwriter, 175 W. Jackson 





NEW AD CAMPAIGN 
APPEALS T0 LARGE 
INSURANCE BUYERS 





6“ ay, here’s something that affects my estate—yours toe, prob- 
t t F » here says 
S ably. | knew of the change in the Gift Tax law, but here it sa 


the Federal Estate Tax laws have be: d six times in eight 





ars. And just in the last twelve mon es have changed 





A ” 
their Inheritance Tax laws. I've certainly got to dig into that 








THE UNION CENTRAL LIFE INSURANCE COMPANY © CINCENNATE, OHIO 


A $400.000000 Jnstitution Founded on 1967 





@ Special services offered by Union Central 
to men of means have already resulted in an 


average policy sale double that of the 79 lead- 


ing companies. Featuring these services, 
Union Central’s new advertising campaign 
will appear in full pages in Fortune, Time, 
Newsweek and Business Week. Meanwhile, 
another Union Central campaign continues to 


reach Life’s 18,000,000 readers. 
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~ LIFE AGENCY CHANGES 





Guarantee Mutual Appoints 
Two General Agents 


Guarantee Mutual Life has appointed 
L. O. Belland, New Ulm, Minn., as gen- 
eral agent for six southwest Minnesota 
counties. Mr. Belland, who has been dis- 
trict manager during the past eight years 
for the Modern Woodmen of America, 
recently attended Guarantee Mutual 
home office agency school for two 
weeks. 

M. T. Fairchild and his son, H. R. 
Fairchild, Britt, Ia., have been appointed 
as general agents for eight north-central 
Iowa counties. Mr. Fairchild operated 
a general insurance agency at Boone for 
a number of years. He sold his agency 
last March and moved to Britt. He 
formerly represented Ohio National and 
American Mutual Life. 


R. B. Campbell Joins P. H. Young 
Ralph B. Campbell has been appointed 
assistant general agent in the Minnesota 
Mutual Life agency in St. Louis which is 
headed by Pearce H. Young. Mr. Camp- 
bell for the past 17 vears has been con- 
nected with New England Mutual Life 
at St. Louis. He has had extended ex- 
perience in selling and in organization. 





Reese Saginaw General Agent 
The Michigan Life has appointed 
David H. Reese general agent in Sag- 
inaw, Mich., to succeed the late Edward 
H. Knoop. He has been with the com- 
pany 18 years, 11 of them in Saginaw. 





Lutz Made Brokerage Manager 


Conrad H. Lutz has been made man- 
ager of the brokerage department of the 
Newark agency of the Columbian Na- 
tional Life of which William S. Vogel 





New Detroit General » 
Agent for Mutual Benefit 








Cc. CARROLL OTTO 


C. Carroll Otto has been appointed 
general agent at Detroit for Mutual 
Benefit Lite. He succeeds the firm of 
Johnston & Clark who are retiring as 
general agents after having served for 
more than 45 years. Mr. Otto has been 
general agent at St. Louis since 1928. 

Announcement was made at a lunch- 
eon meeting of the Detroit agency that 
Was attended by Vice-president E. E. 
Rhodes and Superintendent of Agents 
H. G. Kenagy. 

Mr. Otto went with Mutual Benefit in 
Chicago in 1919. His production aver- 
aged about $500,000 a year while he was 
assisting in training and_ brokerage 
work. In 1927 his production ex- 
ceeded $1,000,000. He graduated in 1917 
irom Indiana University. 


is general agent. Mr. Lutz was for- 
merly affiliated with the Newark agency 
of the Connecticut Mutual Life for six 
years, first as district manager and then 
a full time life producer. 





Bankers National Appointments 

L. C. Stevens has been appointed gen- 
eral agent of the Bankers National Life 
at Springboro, Pa. His office details are 
handled by Mrs. Stevens. A. G. Petrini 
is appointed general agent at Sharon, 
Pa. He and his brother, Victor, conduct 
the Petrini Agency there, started 25 
years ago by their father. A. J. Petrini 
attended the University of Pittsburgh 
and is a famous football player. 

D. D. Kadman is appointed agent at 
Washington, D. C. 


Washington D. C. Appointment 

Pacific Mutual Life is planning to 
make a general agency appointment in 
Washington, D. C. Officials are can- 
vassing the situation there and have 
been interviewing some likely prospects. 
The territory includes a large part of 
Maryland and much of northern Vir- 
ginia. It has been under direction of an 
acting manager since the general agent 
in Washington died in 1936. 








Manhattan Life at Rockford 


H. C. Vollman has been appointed 
general agent of the Manhattan Life at 
Rockford, Ill. He graduated at West 
Point and spent several years as superin- 
tendent for the Western & Southern 
Life after which he was appointed gen- 
eral agent of the Midland Mutual Life. 
He was supervisor and later division 
manager of the Federal Life before go- 
ing with the Manhattan. 


W. O. Ford Newark General Agent 

W. O. Ford of Newark, with offices 
in the Raymond-Commerce Building 
Tower, has been appointed general 
agent of the Security Mutual Life of 
3inghamton, N. Y. G. R. Clark, for 15 
vears a home office representative, will 
be associated with him as manager of 
the life department. Mr. Ford entered 
the life insurance field in 1907. He has 








G, \f youareinterested in being “somebody” 
Zin your locality and have ambition to be- Z 
, Come a generalagent functioning directly 7 
under the home office—write for details. Z 
Address Dept. NU-740 q 


AMERICAN UNITED LIFE INS. CO. 


INDIANAPOLIS, INDIANA 















Quality Selection 


Quality Training 
Quality Merchandising 


Quality Business 


PCACR a --2-3 BA = 
and PROGRESSIVE 


JEFFERSON STANDARD Lire INSURANCE Co. 


JULIAN PRICE, President GREENSBORO, N. C. 


LUTHERAN MUTUAL 
Life 
Insurance Company 
WAVERLY, IOWA 








Liberal Dividends 
Low Net Cost 


Popular Policy Forms 
Reasonable Rates 





Licensed in Twenty-one States Including New York 


OUR MODERN RATE MANUAL 


which is prepared in a new and different "Pro- 
gram" form with rates, values and options illus- 
trated for every age, is one of the many 
effective tools which are helping our Under- 
writers to earn more money. 
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M. ALLEN ANDERSON—Director of Agencies 
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been a producer of life, accident arid 
health business. He is a native of Avon, 
Conn. 





J. A. McCutcheon has resumed his 
former position as district manager of 


the Manufacturers Life at Sault Ste. 
Marie. He has been with that company 
since 1921. 

The Continental Life of Canada has 
appointed M. N. Coutts manager at 
Hamilton, Ont. 








LIFE SALES MEETINGS 





Compares Operation of Car 
With Conducting Agency 


Comparing the operation of an auto- 
mobile with conducting an agency, H. S. 
Bell, Seattle general agent, spoke on 
“Keeping Men in Production” and said 
he wished to change the title to 
“Agency Gas and Oil.” He participated 
in the organization club meeting at the 
annual agency convention of Equitable 
Life of Iowa at ‘Chicago. 

Like a new car, Mr. Bell said, the 
agency needs gas and oil. The gasoline 
of an agency is made of industry, ideas 
and inspiration. The oil of an agency 
is made up of tact, diplomacy, kindness 
and friendliness. 

In order to make the automobile run 
effectively, he said one must be careful 
with the way in which he pipes in the 
gasoline. This process takes careful 
planning and must be complied with in 
the strictest manner. Piping in gasoline 
is commonly known as the management 
within the agency. 


Should Take Training Course 


Mr. Bell believes that the agency 
members should all take the training 
course. He tries to complete it within 
two weeks. After this, every morning 
at 8:30 until 8:45, the men review read- 
ing material in insurance publications. 
Each man is given a magazine and then 


reviews for the benefit of the other 
agents what he considers the best 
article. 


Mr. Bell makes a habit of holding 
contests, simple and short, so con- 
structed that the poorest producer can 
win if he shows improvement. In other 
words, it is in the form of a handicap. 
Also along this line, his agency has a 
one-a-week club. He feels that this is 
essential for the state of mind of his 
agents. Each man should get some 
business every week, especially if an 
agency is made up of average men, he 
says. 

Besides featuring the diagram sys- 
tem of selling, which includes a loose- 
leaf notebook for each agent, Mr. Bell 
stresses necessity of individual attention 
and the publication of an office bulletin. 
This weekly bulletin is sent to each pro- 
ducer’s wife, so that she can see how 
her husband stands in the agency. 


Agency’s Spark Plug 


In concluding, Mr. Bell said that it is 
impossible to drive a car without spark 
plugs. Likewise, it is impossible to run 
an agency without a general agent. The 
general agent is the spark plug, and it 
is up to himself to see that he is in 
tip-top shape to keep his car running 
perfectly. 

A panel on actual recruiting, led by 
E. E. Cooper, assistant superintendent 
of agencies, and T. O. Hertzberg, field 
supervisor, was held, with four agency 
heads assisting. E. E. Bearg, Minne- 
apolis, covering the first steps, brought 
to mind the fact that there is not a 
great deal of difference in communities, 
large or small. The only difference is 
that the large metropolitan areas offer a 
bigger avenue of manpower. N. C. Day, 
Davenport, reviewed the steps of going 
into a cold territory and establishing 
centers of influence. R. S. Brown, 
agency manager, Nashville, explained 
the process of contacting the centers of 
influence and approaching high grade 
prospects. R. L. Hoghe, Los Angeles, 
completed the panel by taking up the 
last steps in recruiting and hiring a 
man as an agent. 

L. T. Miller spoke on “The General 
Agent’s Quest For Security.” He is 
manager agency finance section. R. E. 


Fuller, superintendent of agencies, pre- 
sided at the meeting. 


Builders Club Rally Aug. 19 


CINCINNATI—The biennial meet- 
ing of the Ohio National Builders’ Club, 
organization for the company’s leading 
producers, will be held Aug. 19-22 at 
White Sulphur Springs, W. Va. The 
theme is “Better Business Through Bet- 
ter Selling,’ with discussions on ‘“Fac- 
tors That Contribute to Better Selling” 
and “Better Selling Through Better 
Planning.” <A golf tournament is a fea- 
ture of the social program and the ban- 
quet will be Aug. 21. President T. W. 
Appleby will make the opening address. 
Sixty-four agents have qualified. 








Regional Meeting in Biloxi 

The Penn Mutual Life is holding a re- 
gional meeting in Biloxi, Miss., July 18- 
19, with about 150 representatives of 
Mississippi and Tennessee agencies in 
attendance. Vice-president A. E. Pat- 
terson and U. F. Quirk and Louis J. Os- 
wald, Jr., of the home office agency de- 
partment are in attendance. 


American Mutual Open House 


More than 50 agents of American 
Mutual Life from a large area in the 
mid-west took part this week in the 
two-day house warming and agency 
meeting in the new home office in the 
Liberty building, Des Moines. Ward F. 
Senn, president, officiated. Monday the 
new offices and departments were vis- 





ited. After lunch an outing was held at 
Wakonda club, and a dinner. An agency 
conference was held Tuesday for gen- 
eral agents in the board room, with 
luncheon. 

J. J. Moriarty, agency vice-president, 
stated an open house for the general 
public will be announced at a later date. 





Compete for 1941 Conventions 


Plans are being laid for two regional 
conventions of Pacific Mutual Life 
agents to be held in the fall of 1941. A 
qualification campaign known as “41-41” 
ran from June 3 to July 13. This was 
a period of 41 days in which to qualify 
for the 1941 convention. The regionals 
will be in White Sulphur Springs, W. 
Va., and Sun Valley, Ida. The campaign 
resulted in 23 percent increase in written 
business for the qualification period over 
the same period last year. 





Metropolitan’s Michigan Meeting 


With more than 100 agents and their 
Wives in attendance, 22 district man- 
agers of the Metropolitan Life covering 
all of Michigan outside of the Detroit 
metropolitan area, entertained the mem- 
bers of the $100,000 Club and their wives 
at a two-day business conference and 
outing at Traverse City. 

At a two-hour business session cur- 
rent field problems were discussed and 
Alexander Smith of the home office pre- 
ented a number of $100,000 Club pins to 
qualified agents. The second day was 
given over entirely to recreation. H. W. 
Heidelbreder, Traverse City district 
manager handled arrangements. 





Largest Rally on Record 


The agency convention of Midland 
Mutual Life at Bedford, Pa., commenc- 
ing July 24, will have the largest 
attendance of any in history. More 
agents qualified and have become mem- 
bers of the Leader Club and the Presi- 
dent’s Club than in any previous year. 

The business sessions will be held in 
the morning and afternoons and evenings 
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Life Insurance Is 
For The Living 


Men own life insurance not be- 
cause they expect to die but be- 
cause they know someone else 
must live. They realize that death 
means a loss that must be paid by 
the living dependents or by a life 
insurance company. 


How will your loss be paid? 
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@ The property management firms whose names are shown on this page have been selected after 
careful investigation. They have the recommendation and endorsement of The National Underwriter. 


ALABAMA 


ILLINOIS (Cont.) 


MICHIGAN 





ENGEL 
REALTY COMPANY 
Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 


HOOKER and SLOSSON 


140 South Dearborn St. 


APPRAISALS 


Property Management 
Sales 
Leasing 
JOHN P. HOOKER, M. L A. 
Complete Service Metropoliten Aves 


Chicago, Llinois 


EQUITABLE TRUST COMPANY 


600 GRISWOLD STREET DETROIT, MICHIGAN 
® 
Property Management 
Appraisals 
Mortgage Loans 
Sales 


Trusts Estates 


NEW JERSEY 


SEELY CADE, Inc. 


26 Journal Square, Jersey City 
REAL ESTATE 


Management Appraisals 
Member—Institute of Management 














ARKANSAS 





READ - STEVENSON & DICK 


inc. 


Leasi: 
Mortgage Loans 
A. C, Read II R. Redding Stevenson 
Charles E. Dick 


109 South Main Street 
LITTLE ROCK, ARKANSAS 





CALIFORNIA 





Property Management 


SALES—INSURANCE 
Loans—Rentals 


Member Mortgage Bankers Association 


CARL F. BURRELL 


Security Title Insurance Bldg. 
LOS ANGELES, CALIF. 





PAUL STEINBRECHER 
AND COMPANY 
Specialists in the 
SALE, MANAGEMENT AND 
APPRAISAL OF CHICAGO 
REAL ESTATE 
7 S. Dearborn St. 
CHICAGO, ILL. 











INDIANA 





PROPERTY MANAGEMENT 


APPRAISALS 
Sales - Leases 
Insurance - Mortgage Loans 


428 Illinois Bldg. Riley 2315 


INDIANAPOLIS 





L. A. EWALD, INC. 


PROPERTY MANAGEMENT 
APPRAISALS — GENERAL 
REAL ESTATE 


L. A, Ewald, M. A. I. 
2536 Union Guardian Bldg. 
Detroit 








NEW MEXICO 


Statewide Realtor Service 
SAVAGE and SGANZINI 


Property Management 
Loans 
Rentals 
Leasing 
Selling 
Complete Insurance Company Service 
209 South Fourth St. 
Albuquerque, New Mexico 

















PROPERTY MANAGEMENT @ APPRAISALS 
MORTGAGE LOANS @ INSURANCE @ SALES 





600 GRISWOLD ST., DETROIT 


BC MNLE 

















FLORIDA 


Property Management 
Mortgages—Sales 
Appraisals 


«. HAUGHTON -. 


COMPANY 
108 West Bay St. 





Jacksonville, Florida 





Klein & Kuhn 


Guaranty Building 
Indianapolis 


APPRAISALS 
LEASES 


Property Management 


SALES 








H. G. WOODRUFF, INC. 


MORTGAGE LOANS 


Real Estate—Management 
Appraisals—Insurance 


Direct Correspondent 


or 
Life Insurance Companies 


Union Guardian Bldg. 
DETROIT, MICH. 











KANSAS 





THE 


HOWELL-VIGGERS 
CORPORATION 
Certified Property Managers 
Appraisals Sales 


Second National Bldg. 
Akron, Ohio 














ILLINOIS 
Ralph W. Applegate and Co, 


SALES AND nll 


PROPERTY MANAGEM 
COMPLETE MORTGAGE FINANOINe 
GENERAL INSURANC 





Chieage R Estate Beard 
National Ass'n. 7 Real Estate Beards 
Chieage Beard ef Underwriters 


Continental Dlinois Bank Bldg. 


CHICAGO 
FRANKLIN 7878 





Complete Real Estate Service 


e PROPERTY MANAGEMENT 
e SALES e¢ RENTALS 
e MORTGAGE LOANS 


The 
Wheeler Kelly Hagny 


Trust Company 
Wichita, Kansas 





MINNESOTA 











M. R. WATERS & SONS, INC. 
BAKER BLDG. 
Property Management 
Leasing—Selling 
Mortgage Loans 


Covering Metropolitan Area 
Twin Cities 
MINNEAPOLIS, MINN. 





HOWARD R. BURGESS AND CO. 


Member M. A. I. 
Property Management 
Appraisals 
Leasing—Selling 
Mortgage Loans 
Complete Real Estate Service 

Also Servicing Dayton 
Home Office—Neave Bldg. 


CINCINNATI, OHIO 











Raymond T. Cra Cragin & Co. 
Raymond T. Cragin, AL 
PROPERTY MANAGEMENT 

APPRAISALS 
LOANS 
LEASING 
Covering Complete Metropolitan Area 
National City Bank Bldg. 
CLEVELAND 

















LOUISVILLE, KY. 
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Empire Bank Building “in aca Appraisals 
INDUSTRIAL - COMMERCIAL | | G00 )MAN ano HAMBLETON St. Paul, Minnesota Hickox Building 
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will be for recreation. B. N. Woodson, 
Sales Research Bureau, will be the only 
outside speaker. 


Southland Meet at Estes Park 


The agency convention of the South- 
land Life of Dallas will be held at Estes 
Park, Colo., the week of Aug. 25. A 
special train will leave Dallas Aug. 25 
and return on Aug. 30 with the qualify- 
ing agents and company officials. To 
— for the trip, an agent must have 


written $150,000 paid for business be- 
tween Jan. 1, 1939, and June 30, 1940. 
An additional $100,000 is necessary to 
qualify for an expense-paid trip for an 
agent’s wife or husband. 





Joint Meeting in Jacksonville 


A joint meeting of officials and agents 
ot Liberty Life and Southeastern Life, 
Greenville, S. C., was held in Jackson- 
ville, Fla. W. F. Hipp, head of both 
companies, presided at the banquet. 





OHIO (Cont.) 





TEXAS oo 





Steller-Carpenter-Stofer, Inc. 


Complete Real Estate Service 
City Wide 
Property Management 
Sales 
Leasing 
1900 Euclid Ave. 
CLEVELAND 








Property Management and Sales 
Mortgage Loans 
Appraisals Member of M.ALI. 


The Wm. J. Van Aken 
Organization 








1715 Euclid Ave. Cleveland, Ohio 
REAL ESTATE 
perty M M L 
~—ae”§ = jae 
Insurance Sales 
F.H.A. Approved Mitgee. 
CONSULT 


wm. Pp. Zinn & Co. 
ai Liners iy A Boll 


37 North Third St St cere Ohio 











OKLAHOMA 
UNITED SERVICE AND RESEARCH 


INCORPORATED 
Terminal Building 
OKLAHOMA CITY, OKLAHOMA 
COMPLETE SERVICE 
Appraisals Real Estate 
Loans Management 
Sales—Leases 


RANCH OFFICES 
ag etme oul Bids. 81 A lt te: 
8. 


pneagolis, Minn. Bunt aia. 


DARNELL-ZUENDT CO. 


Realtors and Insurors 


REAL ESTATE 
MANAGEMENT 
SALES — LOANS 
APPRAISALS 


Member of Institute of 
Property Management 


Beacon Bldg., Tulsa, Okla. 











R. H. GAMBLE COMPANY 


REALTORS 
Kirby Building 
Dallas, Texas 


@ 
Specializing in 
Business Property—Industrials—Factory 
Sites—Leases—Loans 
Complete Property Management Service 








GEORGE W. WORKS 
REALTOR 
Seattle te 
PROPERTY MANAGEMENT 
LEASING—SALES—LOANS 
APPRAISALS 
and INSURANCE 


DALLAS, TEXAS 


More than 
conference. 


Republic Life Agents Meet Soon 


The annual agents convention of the 
Republic Life of Dallas will be held 
Aug. 26-28 at Hotel Adolphus, Dallas. 
The featured speaker will be B. N. 
Woodson, director of service, Sales Re- 
search Bureau. 


108 attended the two-day 








The annual outing and business ses- 
sion of the Alexander F. Gillis general 
agency, Provident Mutual Life, New- 
ark, will be held at the Pocono Manor 
Inn, Pocono, Pa., Aug. 9-11. Two days 
will be devoted to sports and one to a 
general business session. 








Blind 4 Physician Establishes 
Accident Insurance Trophy 


Vice-president Whatley of the Aetna 
Life announced at the banquet of life 
leaders at White Sulphur Springs that 
Dr. Raymond B. Harris, the blind 
physician at Savannah, Ga., had donated 
the Dr. R. B. Harris insurance trophy 
to be given to the Aetna Life agent 
that produced the largest amount of ac- 





cident insurance during the year, the 
qualification and standards ** left to 
the company management. . Harris 
is receiving $150 a week ice an acci- 
dent policy that he held in the Aetna 
Life. He has been blind since 1927, hav- 
ing had both eyes burned out by bichlo- 
ride of mercury. He appeared at the 
Aetna Life converition and gave a talk, 
reciting the incidents of his accident and 
his gratification at being free from eco- 
nomic pressure due to his insurance that 
moved the audience emotionally to a 
high degree. He was present at both 
the conventions and banquet and re- 
ceived much attention. He was accom- 
panied by Mrs. Harris. 


U. S. Life Names Sarbone-Silver 


The newly formed agency of Sarbone- 
Silver, Newark, has been named general 
agent of United States Life, specializing 
in accident, health and hospitalization 
in the counties of Essex, Union and 
Passaic. David Sarbone, president of 
the agency, for the past few years had 
been connected with a New Jersey 
agency of United States Casualty, prior 
to which he was a practicing attorney in 
Newark. Mr. Silver has had 15 years 
experience in agency work, the past 12 
as a representative of Guardian Life. 

















Title Insurance Companies 


@ The title insurance firms whose cards are shown on this page 
have been selected after careful investigation. 
recommendation and endorsement of The National Underwriter. 


They have the 

















CALIFORNIA 








Property Management 
Appraisals 
Business Property Specialists 
Leases, Sales and Rentals, Loans 


LEAVELL & SHERMAN, Inc. 


109 N. Stanton St. El Paso, Texas 
(Established 1906) 








Complete 
REAL ESTATE SERVICE 


Golr> 





Property bine 
Loans—Sales—A 


Appraisals 
111% WEST 7TH ST. 
FORT WORTH 


CITY TITLE INSURANCE 
COMPANY 


68 Sutter Street 
Complete Title Service 


San Francisco, Cal. 











COLORADO 


THE TITLE GUARANTY 
COMPANY 


“4. Elliott Houston, Pres. Aksel Nielsen, Exee. V. P. 
“Home of Landon Abstracts” 


Titles insured thruout Colorado. 
Escrow Service—Loans— 
Abstracts 


1500 Court Place—Denver 

















HAROLD W. KELLER 


Property Management—Appraisalse— 
Loans—Sales 


Member Institute of Property 
Management 


1006-7-8 Travis Bldg. 
SAN ANTONIO, TEXAS 





MISSOURI 




















TENNESSEE 


WISCONSIN 


KANSAS CITY TITLE 


INSURANCE COMPANY 
KANSAS CITY, MISSOURI 
8 
Complete Title Service 
for the Greater Kansas City area 
NATIONAL TITLE DEPARTMENT 
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OKLAHOMA 
AMERICAN FIRST TRUST CO. 


First National Bldg. 
Oklahoma City, Okla. 





8 
STATE-WIDE TITLE INSURANCE 


Under Supervision of State Bank 
Commissioner 











UTAH 





INTERMOUNTAIN TITLE 
GUARANTY COMPARY 


TITLE INSURANCE 


Operates in Utah, Idaho and Califor- 

nia. Policies accepted by Supt. of 

Insurance of the State of New York. 
Home Office: 


309 First National Bank 
Salt Lake City, Utah 








MILLARD NAILL & CO. 
REALTORS 
Property Management 
Industrial Specialists 
Leasing—Sales 
Appraisals 
Record of 37 Successful Years 
113 So. Court Ave, 
MEMPHIS, TENN. 








ELDON B. RUSSELL 
and ASSOC. 

LOANS 

PROPERTY MANAGEMENT 

APPRAISALS 

RENTALS 

Experienced Insurance Activities 
Tenney Bldg. 

MADISON, WIS. 








Title Insurance Corporation 
of St. Louis 
810 Chestnut Street 
McCune Gill, Vice President 
Qualified with Insurance Departments 
of Missouri and Eastern States 
—_o-— 
Disburses construction funds and in- 
sures against Mechanic Liens 
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Mortality Study Indicates 
Average Age 67 at Death 


Modern Woodmen finds in a study of 
1939 mortality, that the average dura- 
tion of membership of all those that 
died was 32% years, and average age 
was 67. All were engaged in an income 
producing occupation when they became 
members. However, the death proofs 
showed that at the time of death about 
40 percent were retired and 4 percent 
were indicated as having no occupation. 

The point is made that protection was 
furnished during the period when it was 
most needed, when homes were being 
built, families raised and children edu- 
cated. Those who were retired, at the 
time of their deaths still had need for 
‘the insurance for last expenses or for 
their beneficiaries, and in many instances 
the Modern Woodmen certificate was 
the only insurance on their lives. 

In studying 1938 statistics, Modern 
Woodmen finds that it rejected 1,233 ap- 
plications for $1,215,000 total insurance 
in 1938. These people had waited too 
long and were not insurable, making the 
point that the time to apply for life 
insurance is when one can get it. 





Gilroy Confers on Coast 

P. F. Gilroy, president Woodmen of 
the World, Denver, spent two days in 
San Francisco conferring with his local 
representatives and is holding regional 
meetings in Santa Barbara and Los 
Angeles. 





Canadian War Taxes Found 
Not Affecting U. S. Policies 

TORONTO—Canada’s_ special war- 
time taxation will have little effect on 
Canadian insurance company policies 
and policyholders in the United States, 
due to the fact United States branches 
are regarded as separate entities entirely 
and all their transactions in the United 
States are in American funds with inde- 
pendent deposits there to cover all 
liabilities under policies issued to Amer- 
ican citizens. 

Dividends paid on policies outstanding 
are not classed as income which must 
be declared with regard to the national 
defense tax of 2 and 3 percent. Canadian 
company officials commented that divi- 
dends to policyholders are, after all, but 
a return on premiums paid and are 
classed, in elementary insurance studies, 
as but amounts in excess of actual pre- 
miums necessary to cover a risk. The 
national defense tax applies to income 
derived from work and business only, 
and not to income from _ insurance 
policies. 

Annuities which were taken out prior 
to a month ago will not be taxed under 
the plan, but annuities which have been 
taken out since the new Canadian budget 
was brought down a month ago will be 
subject to the tax, 2 percent if the 
annuitant is single and the annuity ex- 
ceeds $600 annually, and 3 percent if 
married and the annuity is in excess of 
$1,200 annually. Certain deductions are 
provided for more than one dependent. 








W. M. Werber, third baseman of the 
Cincinnati Reds, has been licensed by 
the Ohio department to write life insur- 
ance. He already holds a license in 
the District of Columbia, where he has 
been associated with his father in the 
insurance business. He represents the 
New England Mutual. He has been 
associated in the past with the Massa- 
chusetts Accident and the Federal Life. 
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Royal League Reequipping 
Sanitorium in N. C. 


The Royal League of Chicago is re- 
equipping the beds at its Black Moun- 
tain, N. C., sanitorium with new mat- 
tresses, sheets and woolen blankets 
which were purchased from funds se- 
cured in raffling a beautiful quilt that 
was donated by a member, Fred A. 
Johnson, president of the Fellowship 
Association reported. Mr. Johnson is 
vice-archon of Royal League. The 
thank offering fund collections, he re- 
ported, have greatly increased in recent 
years, having been $427 in 1932-33 and 
rising steadily to $3,140 in 1938-39. 

Eight Royal League councils voted in 
the last year to provide free service at 
the sanitorium and every council in 
Chicago save one now gives this serv- 
ice. At the recent association meeting 
a plan was considered to raise money 
for the Sanitorium by selling special 
sanitorium seals in stamp form, sending 
each member a book of 100 to sell 
for $1. 





Society Modernizes Its Office 

North American Union Life of Chi- 
cago is remodeling and modernizing its 
office. The executive offices have been 
removed to the front, with the clerical 
department at the back of the space, and 
private offices and a roomy reception 
room were provided. The society is 
making good progress this year, Presi- 
dent George E. Cobb reports, with a 
substantial increase in business. 


NEW YORK 


BOOKLET BY ROSALIE HIGGINS 

Miss Rosalie A. Higgins, Fitting 
agency, Equitable Society, New York, is 
the author of a 40-page booklet, “What 
You Should Know About Life Insur- 
ance,” which has just been published by 
the Home Institute, Inc., a syndicated 
service to which many newspapers sub- 
scribe. Excerpts will appear in these 
papers as a service to their readers, who 
will be invited to send 15 cents for the 
booklet. 

“What You Should Know About Life 
Insurance” is a clearly written, concise 
treatise for the layman. At the back is 
a glossary explaining insurance terms 
likely to mystify the uninitiated. Miss 
Higgins is a most successful agent, 
having paid for more than $400,000 in- 
surance and more than $20,000 in pre- 
miums last year. She was a newspaper 











- woman before going into life insurance 


and was the first woman to be an editor 
of “Editor & Publisher.’’ She is a fre- 
quent contributor to the insurance press 
and is editor of “The Woman Under- 


writer,” organ of the New York League 
of Insurance Women. 





DAVID PORTER JOINS “FIELD” 


David Porter of the “Spectator” has 
joined the “Insurance Field” staff as as- 
sociate editor with headquarters in the 
eastern bureau office in New York. He 
replaces Elmer Miller, Jr., who has re- 
signed to go with the insurance depart- 
ment of the “Journal of Commerce,” 
New York. 

Mr. Porter, a native of Boston, has 
been with the “Spectator” five years 
as editorial associate. He is an alum- 
nus of Boston University. From 1924 to 
1927 he worked on the Boston “Herald.” 
For three years, until 1930, he was sec- 
retary to a financier in New York. He 
then engaged in publicity and advertis- 
ing for several New York City corpora- 
tions until 1935 when he joined the 
“Spectator.” 





Plan Legislative Hearings 
SAN FRANCISCO—For the purpose 


of simplifying legislative problems of 
the division of insurance and other in- 
terested parties, the practice of holding 
discussions prior to the meeting of the 
legislature will be continued by Com- 
missioner Caminetti. It is planned to 
hold the first such meeting during Sep- 
tember to consider all suggestions re- 
ceived prior to Aug. 30. 

The next regular legislative session 
will convene in January unless, as a re- 
sult of a pending constitutional amend- 
ment, it convenes in March. 

A mailing list will be established for 
those persons desiring to be notified of 
all meetings. Requests to be placed on 
the lists should be addressed to the at- 
tention of S. L. Weinstock of the de- 
partment’s San Francisco office 





Fraud Indictment Procured 


BIRMINGHAM, ALA—A former 
mail carrier and one other Negro were 
indicted in Birmingham on charges of 
using the mails to collect fraudulent 
death claims to the extent of $6,000 from 
Federal Postal Insurance Company of 
St. Louis, the policies being reinsured 
in turn with General American. Authori- 
ties reported they dug up a coffin and 
found it full of rocks and bricks. 





Dowell Elected Board Chairman 


H. R. Dowell of the S. D. Warner 
agency of the New England Mutual 
Life, New York City, has been elected 
chairman of the board of the New York 
City Life Underwriters’ Association, one 
of the youngest ever to hold this office. 

Following graduation from Princeton 
in 1930, he joined the Doremus Agency 
of the Guardian Life and remained there 
as a personal producer until September, 
1933. At that time he made his present 
connection and became a supervisor of 
agents in July, 1939. He received his 
C. L. U. designation in 1938. 
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=TWOFOLD SERVICE BRINGS PROGRESS —= 


Royal Neighbors of America was chartered in 1895 with a member- 
ship of 4,124 in 100 camps and insurance in force of $576,000. Today 
the Society is one of the leaders in its field, figures of Jan. 1, 1940, show- 
ing: Membership, 514,503; camps, 6,238; insurance in force, $344,097,822; 
admitted assets, $70,840,055, and claims paid, $108,312,911. 


This progress is attributable to the Society’s principle of twofold 
service—Protection and Fraternalism. 
planted by its founders and has been a guiding light for 45 years. 


In Protection and Fraternalism the Society has been alert to progress, 
offering legal reserve life insurance for the whole family, benefits of 
camp activities, financial aid from its fraternal fund for needy members 
and benefits of the Royal Neighbor Home to worthy members. 


Protection and Fraternalism is a principle that is diligently guarded 


ROYAL NEIGHBORS of AMERICA 


This principle was firmly im- 


ROCK ISLAND, ILL. 

















Managers’ School Closes 
Its Atlantic City Course 


ATLANTIC CITY, N. J.—The sec- 
ond school in agency management to be 
conducted by the Life Insurance Sales 
Research Bureau this year is now in 
session in Atlantic City. It began July 
8, and will continue through Friday. 

New York City has the largest dele- 
gation with 10 men in attendance. In 
all there are 33 managers, general 
agents, supervisors, and home office of- 
ficials, representing 18 companies. 

One of the first extra-curricular ac- 
tivities was the election of class officers. 
Manuel Camps, John Hancock, was 
elected president; Ralph Hoyer, John 
Hancock, vice-president; F. T. Munsell, 
New York Life, secretary; and T. P. 
Allen, Massachusetts Mutual, treasurer. 
The banquet will be held Friday eve- 
ning, and undoubtedly will be well at- 
tended not only by school members, but 
also by bureau school alumni from near- 
by points. It is expected that there will 
be over 50 alumni from Philadelphia, 
New York, Newark, Baltimore, Wash- 
ington, and other sections, on hand. 

The bureau staff includes J. M. Hol- 
combe, Jr., manager; B. N. Woodson, 
director of service and director of the 
schools; L. S. Morrison, director of re- 
search; L. W. S. Chapman, and Ward 
Phelps. The Bureau has scheduled one 
more school in agency management for 
1940 and it will be held at the Edge- 
water Beach Hotel in Chicago from 
Aug. 5-16, 





R. J. Maclellan, president of the Prov- 
ident Life & Accident, has been elected 
a director of Maryville College, a Pres- 
byterian institution. 

His 40th anniversary of service in 
Seattle with the Mutual Life was 
marked by W. L. Silliman who during 
that time sold more than $12,000,000 of 
life insurance, exclusive of a large vol- 
ume of annuities. He has resided in 
Seattle 52 years. He works under J. P. 
Mulder, general agent in Seattle. 





Five Modern Legal 
Reserve Contracts 


© Ordinary Life 

@Twenty Payment Life 
©@Endowment at Seventy 
©Twenty Year Endowment 
@Family Income 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for almost fifty years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 
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Write for particulars to 
PETER F. GILROY, President 


1447 TREMONT PLACE 
DENVER, COLORADO 
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Some Suggestions Offered 
at Aetna Life Convention 


An agent of the Aetna Life at Goshen, 
Ind., Howard Dembufsky, made a great 
hit at the regionnaires convention at 
White Sulphur Springs as he explained 
his method of prospecting by using so- 
cial security information. He has in- 
creased his production a third by use of 
the social security benefit information 
that he is able to give. He told his 
story in a modest, simple way which left 
a fine impression. He uses a social 
security chart and applies it to the in- 
dividual as an approach. He said in a 
small city like Goshen it is necessary to 
write a large number of lives in order 
to produce any satisfactory volume. 


Must Have Simple Approach 


The approach must be simple because 
people of smaller income may not under- 
stand what the agent is endeavoring to 
present. He approaches each one in a 
different way but he finds that there is 
keen interest in the social security in- 
formation. He wanted an approach that 
would immediately create an interest on 
the part of his prospect and maintain it. 
He said the approach for people of 
smaller income must be very practical. 
The social security act gives Mr. Dem- 
bufsky something to lean upon. He is 
able through it to paint a picture show- 
ing a man what his situation is under 
the act. It gives an easy way of ap- 
proaching a man and holding his atten- 
tion. Mr. Dembufsky said that one illus- 
tration or chart is equal to 10,000 words. 
In the social security setup the prospect 
sees the picture. He wants the prospect 
to do most of the talking. He will tell 
his problems and then it is the 
agent’s province to interpret to him the 
social security act so that he will under- 
stand just what benefits will be coming 
to him. Most men will conclude im- 
mediately that they are not enough and 
then the agent shows how life insurance 
steps in to supplement the benefits. 


Builder of Prestige 


The speaker said that the approach 
should be a builder of prestige. It should 
add to an agent’s reputation. People 
should feel that the agent knows what he 
is talking about and is able to apply the 
social security act to any individual case. 
Even if a person does not come under 
the act or he does not have to rely on 
the benefit he is always interested in see- 
ing what benefits would be. Mr. Dem- 
bufsky said that in one of his presenta- 
tions he made a grievous grammatical 
error and as he was talking to a relative 
he was immediately corrected, thus con- 
\incing him that the prospect was very 
much interested in what he was saying. 
Therefore he makes the same grammati- 
cal error every time and is able to divine 
the interest of a prospect by it. He ex- 
plains fully the social security act and 
tells exactly what it offers in the way of 
benefits along the way. 

Mr. Dembufsky is a graduate of Pur- 
(ue. He started in Goshen as an indus- 


trial agent for the Metropolitan Life and 


then represented the Hoosier Casualty. 
In making the rounds he leaves a social 
security chart with employers, telling 
them that their employes undoubtedly 
want to know just what benefits are 
forthcoming and they should be in a po- 
sition to fill out the blank. He ofters 
his services in any case and in that way 
makes a number of contacts. 


GROUP INSURANCE 


I. F. Cook, assistant secretary in the 
group department Aetna Life, in his talk 
said that there is an advantage in agents 
selling group insurance inasmuch as it 
develops sales managers as their boost- 
ers. He declared that there is much 
group business in smaller cities of 25,000 
population or even less. Group contracts, 
he contended, never fail to build up ordi- 
nary life and accident prospects. Where 
a concern has purchased group insur- 
ance it feels an interest in its employes. 
The average employer, Mr. Cook opined, 
is approachable and likable. He en- 
joys being with people or he would not 
be a successful employer. Therefore, 
the agent has an opportunity of working 
through the sales manager or executive. 
The agent should understand what 
group insurance will do for an employer, 
the employes and the organization. 


New Business at Hand 


He said that the group premiums of 
the Aetna Life now reach $40,000,000. 
Group business this year, he said, is very 
satisfactory. He predicted that the large 
federal projects will create a demand for 
employment, there will be profit in these 
operations. He urged the agents to call 
attention to the increased federal tax on 
excess profits, showing that if the gov- 
ernment is going to come in for large 
taxes the employes should get the bene- 
fit of group insurance as there would be 
a deduction of premiums paid and hence 
not so much profits be assessed for tax- 
ation. 

Some concerns, he said, start in when 
they are young and small. He referred 
to the Douglas Aircraft, for instance, 
that first had 1,000 employes and took 
group insurance. Now it has 18,000. 
Frequently an agent can go to a concern 
carrying group insurance and find that 
only group life is carried. There is a 
chance to build up group accident, group 
health, group hospitalization, medical 
reimbursement, etc. Agents can go to 
Aetna Life croup policyholders, study 
their situation and ascertain whether 
there is an opportunity for writing other 
classes of group insurance. 


PRESTIGE BUILDING 














L. McFarlane, Aetna Life agent at 
Cley eland, who recently retired as presi- 
dent of the Cleveland Life Underwriters 
Association, spoke on prestige building, 
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saying that each agent should study his 
particular case and be in a position to 
take advantage of all opportunities to in- 
crease his reputation. The TNEC, he 
said, had a good word for the well quali- 
fed agent. 

He declared that current trends must 
be recognized and an agent should be 
able to follow them. He sees that the 
country is entering a period when the 
public has a greater appreciation of the 
qualified agent and his merchandising 
methods. An agent, he said, must keep 
abreast with his business so he can give 
the highest service to his clients. It is 
becoming more difficult, he said, for the 
unequipped, poorly informed agent to 
operate. The old approach, Mr. McFar- 
lane said, no longer clicks. There must 
be a sales presentation in an agent’s 
mind that is definite and informative. 
He must be able to render the highest 
service all along the line. 

An agent should develop a reputation 
with worth while people in a way that 
they will recognize him as capable and 
a master of his work. He should have a 
working knowledge of life insurance in 
its various applications. 


Prestige Building Very Important 


Mr. McFarlane said that prestige 
building is as important to a salesman as 
prospecting. It is an ally of prospect- 
ing. An agent, he said, should render 
such outstanding service for clients that 
they will have a wholesome respect for 
him. His sales methods should be in 
harmony with his program. He should 
work out beneficiary settlements in ac- 
cord with the personal problems of his 
clients. It is always a good plan, he said, 
to deliver to a client something in writ- 
ing, explaining fully and clearly just 
what his policies will do. He should pre- 
sent policy records to his prospects or 
clients. He should explain how life in- 
surance can be used most effectively. It 
is important, he said, to get one’s pro- 
gram of protection completed, then can 


follow business protection, policies for 
beneficiaries and children, and other 
obligations. It is highly desirable, he 


said, to have an assured’s attorney draw 
up a will and see that it is up to date. 
Mr. McFarlane said that well satisfied 
clients who have been served acceptedly 
look upon a qualified agent as having 
reached the top of his calling. 


Adopt Counsellor Attitude 


Mr. McFarlane advised not trying to 
sell on the first call. He wants to find 
out from a prospect whether his life in- 
surance is doing the job that he wants 
it to do. He urged agents to adopt a 
counsellor attitude. One should inquire 
before he attacks, he added. A C. L. U 
degree helps a man in his prestige build- 
ing. The public gets the impression that 
a ©. L. U. mantis in re same category 
in his work as a C. P. A. in accountancy. 
Activities in local life pre hors sam as- 
sociations certainly add to one’s pres- 
tige. When one becomes an official it 
shows that he is regarded as a leader 
in his business. 

Mr. McFarlane uses leader club sta- 
tionery furnished by his company. He 


finds that this is more impressive than 
the ordinary business letterhead. If a 
salesman receives some promotion or is 
honored in any way and brought into 
public attention, then through some 
method this should be carried on to his 
prospects and clients. He said, for in- 
stance, that the agency bulletin in his 
office has been gotten up with a front 
page story dealing with his own activi- 
ties in the year’s work. A personal let- 
ter is sent out by the manager to his 
policyholders and prospects calling at- 
tention to this agency bulletin and say- 
ing that undoubtedly they will feel a 
sense of pride in Mr. MeFarlane’s 
achievements. 


FIRE INSURANCE 


At the annual convention of life in- 
surance agency leaders of the Aetna 
Life, C. T. Hubbard, secretary of the 
Automobile and Standard Fire of Hart- 
ford, Aetna Life affiliates, was on the 
program giving the slant of a fire insur- 
ance man to life insurance. He charac- 
terized fire and life insurance as “twin 
coverages.” Again, he said, they were 
“must coverages.” Take the average 
family in this country and he said that 
two kinds of insurance that are basic to 
it are life and fire. He called atten- 
tion to the fact that every mortgagee or 
loaner demands fire insurance in order 
to protect his loan. In both cases, he 
said, fire and life insurance are protec- 
tion against a common enemy. 


Expirations Big Factor 








He explained how expirations are a 
big factor in fire insurance agency de- 
velopment. Many agents, he explained, 
use the telephone or letter in soliciting 
renewals, but he stated that a personal 
solicitation creates a much warmer feel- 
ing and brings one nearer his clients. 
Mr. Hubbard maintains that unless one 
calls on his clients personally at the time 
of expiration a wrong impression may 
be created. 

An agent, he said, certainly at expira- 
tion time should check over a client's 
insurance, make a survey, see whether 
any changes are desirable, suggesting 
probably more adequate coverage here 
and there. Sometimes on renewal it is 
found that the rate has been decreased 
and this should be capitalized. 

Losses, Mr. Hubbard explained, occur 
constantly in fire insurance. The agent 
should present a draft for the loss per- 
sonally. It forms a good insurance con- 
tact. 


Approach Through Credit Angle 


He referred to the credit angle as an 
approach to fire insurance because more 
and more, credit men are requiring that 
their debtors or customers be protected 
against loss so their credit can be main- 
tained. Life insurance, he said, is being 
more frequently used to protect the cred- 
itor and lender. Fire and life insurance, 
he declared, can be tied together from 
the credit standpoint. 

Mr. Hubbard emphasized the use of 
insurance surveys as being all important 
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in constructive soliciting and program- 
ming a man’s insurance. He said that 
life insurance can well enter an insur- 
ance survey because in order to be com- 
plete it should cover not only all forms 
of property insurance but personal in- 
surance, which would include life, acci- 
dent and health. 

He spoke of the value of one agent 
handling all the insurance business of a 
client, making a survey, watching it, and 
thus keeping in touch with his insurance 
needs. In this way an agent can afford 
to spend more time in studying a man’s 
case. He can take advantage of improve- 
ments, in reduced rates and also can go 
over his survey from time to time and 
see whether cost can be reduced without 
impairing his protection. 


INTERVIEW PLANS 


Stressing the importance of an in- 
terview with a new prospect being se- 
cured under the most favorable condi- 
tions, R. D. Patton, Rochester, N. Y., 
gave his fellow agents at Aetna Life’s 
eastern regional meeting a few tips on 








“Stage Setting for Interviews.” He 
said that this applied either to “cold 
turkey” or a referred lead. 

Mr. Patton listed as the first things 


governing a successful interview, the 
agent’s mental attitude, physical condi- 
tion and pep. It is foolish to call on 
someone when knowing that inwardly 
the agent lacks the spark and snap for a 
get acquainted meeting. 

The time and the place is important 
for a successful interview and there are 
a number of ways of arranging such a 
meeting. Correspondence through the 
mail, he highly recommended, but said 
that he had been using the rotogravure 
folder entitled “You and Yours” pub- 
lished by the Rough Notes Company. 
Immediately the prospect connects him 
with the monthly publication and the ice 
is already broken. 

The telephone saves many steps, and 
although the prospect will ‘say “no,” 
Mr. Patton would much rather have the 
prospect say “no” over the telephone 
than to see him when he is busy and 
cannot concentrate on what they are 
talking about. 

Advertising, of course, is coupled with 
direct mail. The more an agent keeps 
his name before many more people, the 
more business he is going to write. 
Then, there is the old policyholder to 
use as a center of influence through hav- 
ing been of service to him. 

Mr. Patton said that a more careful 
treatment of everyday contacts with 
people and keeping eyes and ears open 
so that with all sincerity he can jump 


in at the chance to do a good turn, will 
open up a favorable channel for inter- 
views at a later date. Being active in 
clubs, such as local charities, public 
speaking classes, etc., brings one into 
contact with men in all runs of life. On 


such cases, Mr. Patton said, “don’t talk 
your business, talk the other fellow’s.” 

Many agents dislike selling to their 
friends, but Mr. Patton is not of this 
school. He doesn’t think that there is 
anyone better qualified, as he knows 
their better needs, their conditions and 
he has their confidence. “I would cer- 
tainly rather have my friend say ‘no 


than to apologize to his widow and chil- 
dren for having neglected to bring the 
matter up. Would we boast that we 
haven't sold him life insurance? In my 
connec tion with different organizations, 

eal friendships have been built up in- 
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-companies combined all their cases, 
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stead of mercenary slap and I 
can figure many sales that have come to 
me unsolicited.” 


Eight Trustees 
to Be Elected 


(CONTINUED FROM PAGE 3) 
Mr. Rutherford’s appointment ends in 
September of this year. 

There will be six two-year vacancies 
on the board to be filled and two one- 
year vacancies. One of the one-year va- 
cancies is on account of the Madden- 
Rutherford situation and the other will 
come about by the election of Mr. With- 
erspoon as vice-president. The trustees 
whose two-year terms are expiring this 


time are: 
W. H. Andrews, Jr., 
Standard Life, 


Jefferson 





general agent 
Greensboro, 


. & 

Earl F. Colborn, general agent of Con- 
necticut Mutual Life, Rochester, N. Y. 

Herbert A. Hedges, general agent for 
Equitable Life of Ia., Kansas City. 

Julian Myrick, manager Mutual Life, 
New York. 

Grant Taggart, 
States, Cowley, Wyo. 

John W. Yates, Massachusetts Mutual 
Life, Los Angeles. 


California-Western 


War's Effects on 
Business Are Shown 


(CONTINUED FROM PAGE 1) 


greater, $15,981 compared with $12,885. 

Lumber and wood products executives 
and owners were second for average ap- 
plication, with 18 applications for $9,028 
as against 31 for $6,741 a year ago. Av- 
erage already held was $12,308 against 
$12,060. Printing and paper executives 
and owners applied for $8,750 average 
compared with $5,562 a year ago, and 
the amount owned was $14,500 against 
$8,979. 

Quarrying, mining and mineral refin- 
ing, executives and owners, and aviation 
executives, pilots and employes dropped 
out of the $5,000 or better classification. 
Life insurance salesmen did not show up 
so well as last vear. 


Cottrill & Eidson’s Many 
Insurance Deals Are Traced 


(CONTINUED FROM PAGE 4) 
which they had general agency contracts. 
He said they always bought and never 
sold. 

The so-called Harrison group 
in- 
to a 
Gari 


thr ee 


sofar as rebuttal evidence went, 
single witness, Consulting Actuary 
Herford of Coates & Herford. 
Commissioner Caminetti interrupted 
at one point to say that while there 
might be a place in insurance for small 
companies, the testimony showed that 
some people had no place in insurance. 
President Joseph L. Paden of Ben- 
jamin Franklin Life was a witness. He 
testified that his salary is $9,000 a vear, 
that Vice-president Parr gets $9,000 and 





PURE PROTECTION 


LOW COST 
LIFE INSURANCE 


Ordinary, Whole Life Policy Without 
Investment Features. 


Life Insurance in itself is inexpensive. 


We have many other pag ye 


saving Poucies that are w 
investigating. Write for particulars. 


Interstate Reserve 
Life Insurance Company 
Ten East 


Pearson Street, Chicago 
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iain M. C. Hendershot $7,800. 

Deputy Commissioner Luckham asked 
whether the salaries of the officials were 
not put into a trust fund under an agree- 
ment and distributed on a different ba- 
sis than appeared on the records. 

Commissioner Caminetti said he 
wanted to know all about the affair, and 
indicated that if he could not get an an- 
swer otherwise, he might feel con- 
strained to certify the witness to the 
superior court for an order compelling 
an answer. 

Chapter 9 companies have no right to 
issue policies providing benefits beyond 
their present capacity to meet without 
impairment of legal reserves and the 
commissioner has authority to disap- 
prove the form and substance of poli- 
cies which would create a_ hazardous 
condition and possibly make the com- 
pany insolvent, according to an opinion 
rendered by the attorney-general. 


Franklin Life Convention 


VIRGINIA BEACH—Members ot 
the Franklin Life’s $100,000 and $250,000 
clubs arrived here for their annual con- 
vention, which will continue through 
Friday. The home office is represented 
by President C. E. Becker, Vice-Presi- 
dents K. B. Korrady, W. J. Hiller and 
W. L. Dugger; Louis Gillespie, general 
counsel and James Abels, agency direc- 
tor; F. J. O’Brien, director of sales pro- 
motion, and Frank Hostetter, assistant 
to the president. 


Mr. and Mrs. L. T. Williams of To- 
ledo, Ohio, announce the engagement of 
their daughter, Frances Elizabeth, to 
L. M. Cathles, Jr., elder son of Mr. and 
Mrs. L. M. Cathles of Scarsdale. Miss 
Williams graduated from the Emma 
Willard School and Smith College. She 
is a member of the Junior League of 
Toledo. 

Mr. Cathles graduated from St. Paul’s 
School, Concord, N. H., and Princeton 
University in the class of 1935. L. M 
Cathles, Sr., is presildent of North 
American Reassurance. 














General Agency 
OPPORTUNITIES 
for good personal 

producers 


lentral Life 


INSURANCE COMPANY 


of Illinass 


ALFRED MacARTHUR, PRESIDENT 
211 WEST WACKER DRIVE, CHICAGO 
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CALIFORNIA 
COATES & HERFURTH 
CONSULTING ACTUARIES 


437 S. Hill Street 
LOS ANGELES 
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82 Market Street 
SAN FRANCISCO 














ILLINOIS 
WALTER C. GREEN 


Consulting Actuary 
Franklin 2633 
811 W. Wacker Drive, Chicago 

















DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
100 N Le Salle St. Chicago, Illinote 
Telephone State 1336 











HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 
10 S. La Salle St., Chicago 


Assoc: 
¥ Wolfman, 7 4.104 
A. Moscoviteh, Ph D 
hi J. Lally 


Franklin 4620 











INDIANA 





Haight, Davis & Haight, Inc. 
Consulting Actuaries 


FRANK J. HAIGHT, President 
Inatanapolis—Omahu 











HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio St. 
INDIANAPOLIS, INDIANA 
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Established tn 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


Edward B. Fackler Robert D. Holrap 
8 West 48th Street New York City 














Consulting Actuaries | 


Auditors and Accountants 


S. H. and Lee J. Wolfe 


Lee J. Wolfe 

William M. Corcoran 

Joseph Linde 

116 John Street, New York, N. % 








PENNSYLVANIA 








FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
Associates 


Fred E. Swartz, C. P. A. 
E. P. Higgins 


THE BOURSE 





PHILADELPHIA 
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LOOK! 


Participating 
Non-Participating 
Salary Savings 
Sub-Standard 
Juvenile 


Accident and Health 
Hospitalization 


Financial Strength 
Liberal Contract 
Progressive Methods 
Cooperative Interest 
Agency Opportunities 


These Advantages Increase Earnings! 


THE OHIO STATE LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 

















WE LIKE TO TALK 


about our Interview Plan System, be- 
cause it is something worth talking 
about. For example, in exhibit competi- 
tion recently at the Southern Round- 
table, Life Advertisers Association 
meeting our new mailing pieces won a 
Certificate of Excellence. 


Our system really gets prospects; and 
they are prospects who really buy! 
And the proof of this statement is 
borne out by the results, for our Field- 
men earn on an average of $13 in first 
year commissions for every $1 invested 
in the plan. 


For Agency Information Address 
Frank T. Limont 


General Manager of Agencies 


PAN-AMERICAN LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 


Edward G. Simmons 


Executive Vice-Pres. 


Crawford H. Ellis 
President 














HE EMBLEM of a strong, enduring life 


ci ‘insurance company which for 73 years has ad- 
__ hered to principles of justice and friendliness. 
_ Well directed and soundly managed, the pro- 
tection the Equitable of Iowa provides to policy- 
_ holders and their families is 


: Outstanding by Any Standard of Comparison 


EQUITABLE 
LIFE 0/ IOWA 


HOME OFFICE + DES MOINES) 
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MERCURY SOARS 
TO 
NEW 
HIGH! 


cennyY MORTON 


STICKS oepapenn PIN 
IN 























































Jerry had a record 
month in May right 
along with his com- 
pany. He just return- 
ed from the Bankers 
Life convention in 
Excelsior Springs 
which was a reward 
for his work. In ad- 
dition to having a 

fine time, he learned 

what his company is going to do for him this year and he 


is happy. 


The May boost has helped him this month too and so Jerry 
sticks another pin in his wall chart. It looks like another 
record month. 


Bankers Life Insurance Co. of Nebraska 


HOME OFFICE, LINCOLN — SINCE 1887 



































AT CONVENTION OF INSURANCE COMMISSIONERS IN HARTFORD: 

Top row—J. W. Keneally, North Dakota department; O. E. Erickson, North Dakota 
commissioner; M. R. Preuner, North Dakota actuary. 

Second row—R. F. Apodaca, New Mexico commissioner; A. J. Ham, Denver. 

Bottom row—F. N. Julian, Alabama superintendent; Harlan Justice, West Virginia 
deputy: Seth B. Thompson, Oregon commissioner. 








The “Grand Ole Opry” which listeners of WSM, radio station of the National Life 
& Accident at Nashville, have heard for 15 years, has now gone Hollywood. 

Republic Pictures has just completed the production of a full length Class Al 
feature comedy titled “The Grand Ole Opry” starring some of the WSM artists. 


The Los Angeles agency of the National Life of Vermont, Walter J. Stoessel, 
general agent, took advantage of the wave of patriotism to stage a timely and 
unique “Be American” campaign. The motif of the contest was a large American 
Flag score board, and as each agent produced business, he did his part to com- 
plete Old Glory. The agency was divided into four teams, representing the 
executive, legislative, judicial and foreign service branches of the government. 
Pictured above are the leaders in volume and lives of the executive, legislative 
and judicial teams. Reading from left io right they are: L. B. Thomas; W. A. 
Cummings; Herman Freedman; J. S. Logan; C. S. Richards; and B. A. Browne. 

Each agent received a small silk American flag for his desk when he pro- 
duced his first application. A total of $600,000 was required to complete the flag, 
and at the close of the campaign, on Flag Day, the agency had produced 
$617,000. As of July 1, the Los Angeles agency reports a gain in paid life insur- 
ance of 35 percent for the first six months. 


Henry C. Hunken, new asso- 
ciate general agent for the 
Charles J. Zimmerman agency for 
the Connecticut Mutual Life at 
Chicago, being greeted on his 
arrival by Mr. Zimmerman. Mr. 
Hunken has been general agent 
at Springfield, Mass. This marks 
the third time that the two have 
been together in an agency. 


The Chicago Association of Life Underwriters has set a new membership 
record with 2,109 paid members, the 2,100th member being Irving Mc F. Pettis, 
Connecticut Mutual. From left to right are: Mr. Pettis’ general agent, James G. 
Hill; Mr. Pettis; W. E. North, New York Life agency director, chairman member- 
ship committee; and W. M. Houze. general agent John Hancock Mutual Life. 
president Chicago association. 
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